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O'Mahoney Turns To Rating, With 


Stress On Fire—Deviations Studied 


By KENNETH O. FORCE 


WASHINGTON—If the Senate 
anti-trust and monopoly subcommittee 
was not already convinced that the 
fire and casualty business is large, 
complex and not easily summarized, 
it appeared somewhat impressed with 
this view after the opening of the 
rating investigation phase of its in- 
quiry. 

Sen. O’Mahoney, the acting chair- 
man of the subcommittee, and Donald 
P. McHugh, its counsel, continued 
questions aimed at developing the idea 
that rating bureaus tend to make it 
difficult for deviators, and that such 
rates and their use tend to reduce 
competition—competition being, pretty 
much, price competition. 

The first two witnesses were Ingolf 
H. E. Otto, former professor of insur- 
ance at the University of Kansas City 
and now a general agent there, and 
Robert H. Hedges, associate professor 
of finance at the University of [llinois. 


Concerned With Minor Matters 


Mr. Otto said that neither state reg- 
ulation of insurance nor federal regu- 
lation, of which there is considerable, 
works because they are too diverse, 
detailed and concerned with minor 
matters. State departments are ad- 
ministered by too few personnel and 
are headed by men not all of whom 
are technically competent. 

He recommended federal regulation 
of companies that want it, under fed- 
eral charter, regulated by a federal 
commission operating under a statute 
authorizing it to test insurers on only 
one point, financial integrity. The 
federal standards for such integrity 
would be much higher than state 
standards, perhaps $10 million of pol- 
icyholders surplus. The result would 
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be similar to that in the banking field, 
where there are national and state 
banks. 

He would do away with rate regula- 
tion and go to use of a pure loss 
ratio, perhaps arrived at by the feder- 
al insurance commission, which would 
collect statistical data and make it 
available to national insurers. 

Mr. Hedges was more sympathetic 
with state regulation. However, he 
dealt with problems a_ solution to 
which, he said, is more significant to 
regulation than whether state or fed- 
eral governments are to do the regu- 
lating. One of these is the differences 
in expense ratios between small and 
large companies. Another is the dif- 
ficulties of relating profit to the rate 
so long as no one has agreed on what 
the profit should be. 


Penalizes Small Companies 


A rate level which penalizes high 
expense companies, penalizes, for the 
most part, small companies, Mr. 
Hedges said. One advantage of com- 
petitive enterprise is to eliminate 
higher cost companies to produce low- 
er prices for consumers. But preserva- 
tion of an enterprise system depends 


National Bureau, 
NAUA To Spearhead 
New Auto Programs 


National Bureau and National Auto- 
mobile Underwriters Assn. have ap- 
proved a plan under which affiliated 
companies will be able to try out ex- 
perimental insurance plans for private 
passenger cars in various states. 

Meeting in joint session, the execu- 
tive committee of National Bureau and 
the board of NAUA passed a resolution 
calling for a further sharpening of 
competitive effort and the introduction 
of new programs such as the safe driv- 
er insurance plan which the two organ- 
izations introduced in California in 
May. 

The resolution further stated: “It is 
the policy of these organizations that 








For private passenger automobile 
business, Travelers has amended its 
affiliation with National Bureau and 
National Automobile Underwriters 
Assn. to become a subscriber instead 
of a member, and it will file inde- 
pendently for this business in Iowa, 
Michigan, Minnesota and Nebraska. 

In those four states it has filed and 
expects to launch soon “an experi- 
mental automobile insurance  pro- 
gram” under which the careful driver 
“may obtain the highest degree of 
qualified independent agency service 
at rates that are truly competitive” 
with all insurers, the company an- 
nounced. The program is_ being 
launched following a national survey 
of its agents. 

(In an article on page 2, other as- 
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PR Unit, Taxes, ML 
Rating, Processing 
Occupy NB Meeting 


North Continued In V-P Post 
Vacated By Black Of Home; 
Committee Work Is Reduced 


NEW YORK—Officers of National 
Board were reelected at the annual 


on the ability of numerous competing 
production units to enter and stay in 
the system. If the rate level protects 
smaller units, price reducing benefits 
of competition are severely reduced. 
If the rate level doesn’t protect small- 
er units, competition may be cur- 
tailed for lack of competing units. 

A single general rate level protects 
inefficient companies but if such a 
rate is not maintained, the large com- 
panies have a competitive advantage 
because they can charge a lower rate 
and weed out the smaller insurers. 


Because of the unearned premium 
(CONTINUED ON PAGE 47) 





In this issue, The National Under- 
writer begins a series of articles on 
the marketing moves made by agen- 
cy companies to meet the competi- 
tion of insurers which have intro- 
duced new merchandising concepts 
in the business. 

In some articles, the over-all 
marketing programs of a company 
will be detailed. In other cases, a 
particular phase in which a company 
has excelled—advertising for ex- 
ample—has been selected for an- 
alysis. 

The first article, prepared with the 
assistance of officials of Travelers, 
describes the marketing planning 
and aggressive program of that 
company over a five year period. 

Other prominent companies have 
cooperated in furnishing material for 
articles which are already scheduled 
to appear in subsequent issues. 





H. W. Miller Milton W. Mays 


meeting here—H. W. Miller, U. S. 
general attorney of Commercial Un- 
ion, president; John A. North, presi- 
dent of Phoenix of Hartford, vice- 
president; Lester S. Harvey, president 
of New Hampshire Fire, secretary; 
and Charles P. Jervey, vice-president 
of Travelers Indemnity, treasurer. 

Mr. North was elected vice-presi- 
dent April 30, to succeed Kenneth E. 
Black, president of Home, who re- 
signed. 

New members of the executive com- 
mittee are C. E. Curtis, president Ohio 

(CONTINUED ON PAGE 45) 

















Detroit’s Mayor Louis Mariani presided at the cake-cutting ceremony at 
Standard Accident’s press reception to launch a series of events in celebration 
of the company’s 75th anniversary. Beside the mayor, left to right, are: E. A. 
Warnica, senior vice-president of Standard Accident; Burt Hart, Detroit police 
commissioner; and L. K. Kirk, president of Standard Accident. 
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Jones Is Elected 
President Of NAUA 
At Annual Meeting 


Seymour Reports Auto PHD 
Better But Still Not Good; 
Eyes Pool Data Processing 





NEW YORK—Automobile PHD pro- 
duced a small profit in 1958, compared 
with a loss in 1956 and a worse one in 
1957, A. C. Seymour, deputy U. S. man- 
ager and executive vice-president of 
Royal-Globe, retiring president, re- 
ported at the annual meeting here of 
National Automobile Underwriters 
Assn. However, he noted, premiums of 
NAUA companies have remained be- 
tween $1 billion and $1.2 billion for 
seven years in face of rising rates 
and expanding premium volume 
nationally. 

“Our aim should clearly be to pre- 
serve and, if possible, to enhance our 
share of good business,” he _ said. 

NAUA is, he said, participating with 
National Board, National Bureau, Na- 
tional Council on Compensation Insur- 
ance and Mutual Insurance Advisory 
Assn. in a study of the potentials of a 
community data processing center. 
This study is being directed by a com- 
mittee of company actuaries and 
will be conducted by University of 
Pennsylvania. 


Sprague V-P, Haugh Treasurer 


Tudor Jones, vice-president of 
Aetna Fire, was elected president; 
Mortimer E. Sprague, vice-president 
of Home, vice-president, and C. J. 
Haugh, vice-president of Travelers 
Indemnity, treasurer. Past presidents 
automatically are directors. 

New directors are J. Harry Bibby, 
executive vice-president of U.S.F.&G.; 
Nicholas Dekker, executive vice-pres- 
ident of America Fore; Earl D. Patton, 
U. S. manager of Northern Assur- 
ance; E. B. Stout, vice-president of 
Phoenix of Hartford, and G. L. Parker, 
U. S. manager of Atlas-Royal Ex- 
change-Sun, who will serve the un- 
expired term of Mr. Haugh. 

Regional directors elected are—east, 
F. A. Seiler of American Surety; Pa- 
cific Coast, A. J. Stocklmier of London 
& Lancashire; south, A. G. Trundle of 
Aetna Casualty, and west, John G. 
McFarland of National Union Fire. 

Howard S. Omsberg continues as 
secretary and manager. 

Though PHD insurers broke even or 
showed a small profit in 1958, they 
have not yet moved into a satisfactory 
profit position, Mr. Seymour said. For 
1958 there was a steady increase in 
the average size of collision claims. 
However, the upward loss trend in 
comprehensive was much _ greater, 
largely due to more extensive use of 
glass and more expensive glass. Dur- 
ing 1958 and so far in 1959, 64 general 
rate adjustments have been put into 
effect in 44 states. 


Two Ideas On Glass Losses 


Two actions have been taken to 
bring income up to outgo on glass 
losses, Mr. Seymour observed. A spe- 
cial emergency filing was made for an 
additional charge on 1959 models with 
a single pane of glass valued at $100 
or more. The filing was timed to coin- 
cide with the delivery date of new 
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Travelers’ Marketing Based On 


Research, Planning, Promotion 


By JOHN N. COSGROVE 


Travelers has recognized and taken 
advantage of the fact that the science 
of marketing is playing an increas- 
ingly important part in shaping the 
sales strategy of American business. 
Before World War II, the patterns of 
economic and social life were relative- 
ly static. There were two major mar- 
kets, urban and rural. Industrial de- 
velopment tended to take place in 
traditionally industrialized areas. Con- 
sumers, too, were heavily concentrated 
in and near the large cities. The local 
agent determined his own market, 
generally concentrating his activities 
in the centers of population, business, 
and wealth. 

In the decade after World War II, 
there were large-scale movements of 
business and industry, a rapid growth 


in population, a mass exodus to the 
suburbs, and most important of all, a 
burgeoning of the economy. In the im- 
mediate post-war years, these changes 
which affected marketing did not dis- 
turb the traditional agency companies. 
People were buying homes and cars, 
raising families, and going into busi- 
ness at an accelerated pace. Premium 
volume came flooding in, swelled by 
the effects of inflation. The agent had 
more of a market than he could pos- 
sibly service. He settled down into the 
rut of the order-taker. He no longer 
had to develop his market. It came to 
him. 

Then, about a decade ago, the situa- 
tion began to change. Although the 
traditional agency companies and their 
producers were enjoying  unpre- 
cedented prosperity, it was becom- 
ing apparent that they were writing 


a constantly diminishing share of the 
available market. New merchandising 
techniques, which were revolutioniz. 
ing the business of retail selling, were 
being adopted by newcomers in the 
insurance business. They introduced 
new concepts in underwriting, sales, 
packaging and financing. And there 
was a young, expanding market ready 
to patronize them. Consequently the 
traditional agency companies faced the 
loss of this market. 


Research Undertaken 


In 1954, Travelers began to study 
the marketing picture in earnest. 
Faced with the problem of expansion 
of its branch office system, it wanted 
to know where business was going, 
where families and industries were 
settling, and above all, what was the 

(CONTINUED ON PAGE 40) 





models. It has been approved in all 
but Arkansas, Massachusetts, New 
Mexico and New York. In addition, 
efforts were made to encourage use of 
the $50 deductible comprehensive by 
increasing the differential from the 
full cover premium. 

If the steps do not correct a very 
unsatisfactory condition, he said, more 
drastic methods will have to be used. 

The California rating plan, in which 
NAUA cooperated with National Bu- 
reau, has attracted wide attention, 
Mr. Seymour indicated. Commission- 
ers are interested in a plan which, 
in face of rising rates, tempers the 
cost to the careful driver. Motor vehi- 
cle bureaus have welcomed the pro- 
gram as a contribution to highway 
safety. Two unique features of this 
plan are the three year experience 
which makes worthwhile credits pos- 
sible and consideration of certain mov- 
ing traffic violations which “have as 
much significance in classifying a risk 
as actual involvement in an accident.” 
He said NAUA hopes the plan will 
prove successful and spread to other 
states where conditions are similarly 
suitable. 


Competitors Attack Plan 


The plan, he added, “has come 
under quite extraordinary attack by 
some of our competitors, who have 
not appeared too much concerned with 
what the NAUA was doing hitherto. 
But that, we can assume, is probably 
the best compliment that could be 
paid to its effectiveness.” He urged 
companies to support the plan and to 
see that it is strongly administered. 

The new Insurance Information 
Institute, which NAUA voted to join, 
will benefit the organization by broad 
scale public relations efforts con- 
ducted by a specialized unit, he said. 

It is predicted that 1959 will be a 
5.5 million car year, compared with 
4.7 million in 1958, and manufacturers 
are looking to a 7 million car year by 
1965. This means plenty of prospective 
insured, he _ said. Currently there 
seems to be a trena to a smaller, more 
compact car. Horsepower is being soft 
pedaled and reports are that 1960 
models will be shorter with less 
chrome trimming. Simpler design 
should be favorable to underwriting 
experience 


May Refile In 30 Days 


California Agents’ 


Suit Dismissed For 
Lack Of A Claim 


The suit brought by California 
Assn. of Insurance Agents against 
seven of the auto writing com- 
panies on charges of violation of the 
anti-trust law has been dismissed 
from federal court on the grounds 
that the agents did not state a case 
under federal statute. This upset a 
previous decision which held that the 
issue was within the jurisdiction of 
the federal courts. 

The agents have 30 days in which 
to file an amended complaint, which 
the federal judge said should include 
the amount of damages suffered by 
each plaintiff, of which there are 470 
listed; a charge of boycott, coercion 
or intimidation, and a description of 
the “true status” of the California 
League of Independent Insurance 
Producers in whose name the suit is 
brought. 

Joseph L. Alioto, counsel for the 
agents, has indicated he is prepared 
to file an amended complaint. 

The agents brought suit after the 
acquisition cost factor was reduced 
in an auto rate filing and this was 
followed by a reduction in commis- 
sions. The agents asserted the com- 
mission reduction by a number of the 
companies constituted a conspiracy 





under the anti-trust laws, and they 
are seeking damages in a suit which 
has received national attention. 

In his opinion, handed down last 
week, Federal Judge A. C. Wollen- 
berg of San Francisco said: 

“This court is of the opinion that 
a state regulates the business of in- 
surance within the meaning of the 
Sherman act when a state statute 
generally proscribes or permits or 
authorizes certain conduct on the 
part of the insurance company. 

“There is a further reason sup- 
porting the court’s conclusion that 
the complaint fails to state a claim. 
Since the state anti-trust act applies 
to insurance companies, section 1012 
(b) of the McCarran act precludes 
the Sherman act suit if the charges 
alleged in the complaint are so cov- 
ered. 

“A third reason appears why this 
complaint failed to state a claim. The 
case involves a large number of 
plaintiffs. The complaint alleges that 
the amount of damage suffered by 
each is presently unknown. The 
court has. difficulty understanding 
why each plaintiff is not able to de- 
termine the amount of damages. Each 
undoubtedly has his own book of ac- 
counts containing the necessary in- 
formation to compute the damage, if 
any. Thus, should plaintiffs deem it 
advisable to file an amended com- 
plaint, each will be required to state 
therein the amount of his damage 
and the theory upon which it was 
computed. 

“While the McCarran act permits 


(CONTINUED ON PAGE 46) 





New officers of 
National Assn. of 
Independent Insur- 
ers elected at the 
annual meeting in 
Houston: From 
left, Edward Lind- 
sey, Tyler, Tex., 
secretary - treasur- 
er; L. B. Hazzard, 
New York, vice- 
president, and 
Benjamin Horton, 
Louisville, presi- 
dent. 
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TO EVERY 
INSURANCE COMPANY 
PLAGUED 
BY EXORBITANT 
CLAIMS EXPENDITURES 
ON AUTO TOPS 

AND INTERIORS... 


Rayco Announces 
a LVew, 5-Point Claims Adjustment Plan 


OW —for the very first time—a national organization that helps you slash losses due to 
exorbitant claims settlements! Rayco—America’s foremost specialist in convertible tops and 
car interiors—has developed a unique program that offers price schedules on a market-by-market 
basis! This new, five-point Adjustment Service (already serving many leading insurance companies) 
is an exclusive service that guarantees all-around satisfaction to both the insurer and the insured... 
when you send your claimants to Rayco for adjustments on convertible tops and interiors. Here’s 


how it operates: 


1 GUARANTEED CLAIMS PROTECTION 


Rayco posts retail prices in every store for all to see. In addition, a 
special insurance price list is available to any insurance company, agency 
or adjusting firm. (Send for Rayco’s price schedules...compare them 
with some of your recent claims expenditures —we predict this will be 
a real eye-opener!) 


2 FASTER, BETTER SERVICE 

Rayco’s 150 stores are known throughout the country for fine service. 
Rayco’s “while-you-wait” service ties up the insured’s car for a minimum 
length of time. And Rayco’s attractive surroundings and waiting areas 
make waiting more pleasant. Your customer leaves Rayco completely 
satisfied ! 





Informative Material Available To: 


Home Office Executives, Local Office 
Executives, Agencies and Adjustors 


We suggest that you send for our eye-opening Price Schedules 
and descriptive booklet, “Rayco Dollar-Saver Insurance Plan” © 


Write to Rayco, 220 Straight Street, Paterson 1, N. J. 
ATT: INSURANCE DEPT. 











3 GUARANTEED MERCHANDISE 

AND WORKMANSHIP 
Rayco’s famous convertible tops and interior trim-work are guaranteed. 
Your customer receives quality merchandise—and Rayco’s coast-to- 
coast guarantee relieves you of further claims on the replaced or repaired 
items. This greatly reduces the possibility of additional invalid claims. 


4 CONFIDENCE AND SATISFACTION 

Your customers know Rayco and have confidence in our merchandise. 
They see and hear Rayco advertising regularly on radio, television and 
in newspapers and national magazines. And millions of them are already 
satisfied Rayco customers. 


5 RAYCO’S INTEGRITY 

Rayco offers you this priceless “plus” —the integrity of a national organ- 
ization, 150 stores strong. It’s your assurance of quality merchandise, 
quick service, equitable prices, dependability, and, above all, customer 
satisfaction. 


220 Straight Street 
Paterson I, 
New Jersey COAST-TO-COAST 














Atlantic Mutual To 
Write Auto In Cal. 


Atlantic Mutual will write automo- 
bile and casualty lines in California, 
beginning June 1. Casualty depart- 
ments have been established at the 
San Francisco and Los Angeles offices. 

The company will feature the “Top” 
family car policy as well as a new 
comprehensive service station policy. 
The “Top” is an all-in-one single limit 
policy for BI and PDL or any combi- 
nation, and also provides automatic 
medical and hospital expense cover- 
age. 

Herriot Small, vice-president at San 
Francisco, continues in over-all charge 
of Pacific Coast operations. 

Casualty operations in California 
will be managed by William T. Keehn, 
assisted by Henry J. Zacharias. Joseph 
F. Lambe Jr. will supervise casualty 
operations at Los Angeles. W. Brew- 
ster Davison is manager there. 


Ga. Mutual Agents’ 
Annual Card Ready 


Georgia Assn. of Mutual Insurance 
Agents will hold its annual conven- 
tion at King and Prince Hotel, St. 
Simons Island, June 7-9. Proceedings 
will begin. with William A. Stringfel- 
low, assistant general manager of the 
national association, who will discuss 
the association’s agency cost survey. 
G. E. Seider, secretary of Badger 
Mutual, will talk on the changing out- 
look of agency economies; and Carl O. 
Abernathy Jr., agency supervisor of 
Kennesaw Life & Accident, on life 
sales. 

Harry C. Foster, research underwrit- 
er of Utica Mutual, will talk on 
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casualty problems projected into the 
future; Rep. Howell Hollis, chairman 
of the joint legislative committee on 
proposed insurance code, on the new 
code; and J. C. Barnes, manager of 
southeastern department of Central 
Mutual, on agency continuation. 

G. H. Parker, Georgia Inspection & 
Rating Bureau engineer, will discuss 
the bureau; John W. Hall, professor 
of business administration at Georgia 
State College, new trends in the busi- 
ness; and H. L. Kennicott Jr., 2nd 
vice-president of Lumbermens Mutual 
Casualty, more efficient and economi- 
cal operation of the local agency. 


St. Louis Homeowners 


Being Bilked By Tornado 


Damage Repair Racket 


A racket perpetrated on homeown- 
ers in the St. Louis area by building 
repairmen of sorts has been brought 
to the attention of the city’s Better 
Business Bureau by B. G. Gregory, 
executive secretary of the St. Louis 
Board. 

According to Mr. Gregory, the modus 
operandi is along these lines: The 
homeowner receives an anonymous 
postcard reading “Warning! June Ist 
is the deadline for reporting your 
tornado damage, which we estimate at 
$500, consisting of damage to brick 
work, etc.” The homeowner is then 
visited by a “specialist” who attempts 
to high pressure him into doing un- 
necessary work on his building with 
the assurance the repairs will be paid 
by his insurance company. 

This scheme has resulted in a num- 
ber of claims being reported to in- 
surers, and these claims have been 
rejected since they bear no relation to 
damage caused by last year’s tornado. 





Going Around in CIRCLES? 


...Here’s Your Market for Unusual and 
Hard-to-Place Coverages! 


Errors & Omissions 
False Arrest 
Fire & Allied Coverages— 


vi ic. 
— jiwei saa 


as 


rh! |p 





Abstractors Liability 

Accident & Sickness 

Accountants Liability 

Accounts Receivable 

Auto Excess B.I. & P.D 

Auto Physical Damage 

Aviation—Hull, Liability & 
Accident 

Boiler & Machinery U and O 

Bonds—Fidelity & 3D 

Burglary 

Chattel Mortgage, 
Non-Recording 

Coliapse of Building 

Contractors Equipment 

Doctors Disability 
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INCORPORATED 






AND 


175 W. JACKSON BLVD. - CHICAGO 4, ILL. - HArrison 7-7890 - Teletype CG 1026 
123 WILLIAM ST. » NEW YORK 38, N. Y. » BArclay 7-1366 + Teletype NY 1-2823 
RHODES-HAVERTY BLDG. + ATLANTA 3, GA. + JAckson 4-3856 


Fire Legal Liability 

Furriers Stock 

Hand Disablement 

Liquor Liability 

Marine—Inland & Ocean 

Malpractice Liability 

Mortality—Livestock, Race 
Horses, Zoo Animals 

Motor Truck Cargo 

Non-Appearance 

Oil Drilling Equipment 

Personal Property Floater 

Products Liability 

Professional Entertainers 

Public Liability & P.D. 

Reinsurance—Facultative, 
Treaty & Excess 

Replacement or Depreciation 

Retrospective Penalty 

Riot, Civil Commotion & 
Vandalism 

River Craft 

Salesman’s Floater 

Travel Accident 

Twin Insurance 

Valued Business Interruption 

Warehousemen’s Legal Liability 

Water Damage 

Workmen’s Compensation— 
Excess per Accident or 
Aggregate 

Yacht—Hull & P. & I. 


Excess & Surplus 





41 E. WASHINGTON ST. + INDIANAPOLIS 4, INDIANA + MElrose 7-2413 


All-Industry FR Bills 
In Ill. Legislature 


Bills were introduced in the Illinois 
legislature last week to effectuate, with 
some modifications, the all-industry 
program for responsibility on the high- 
ways. The bills include the impound- 
ment provision, as well as those which 
extend the financial responsibility law 
to serious moving traffic violations; 
increase the security deposit to $300 
and extend it from one to two years; a 
$25 fee for restoration of a suspended 
drivers license; incorporate reciprocity 
provisions and other features of the 
all-industry program. 

In Tennessee and Nebraska, bills 
have been passed and signed by their 
respective governors which encompass 
nearly the entire all-industry program. 


Mo. Department Takes Over 


Auto Mutual At St. Louis 


JEFFERSON CITY — Superinten- 
dent Leggett of Missouri has taken 
over Independence Mutual of St. 
Louis, acting under order issued by 
Cole County circuit court May 12. 

Mr. Leggett had petitioned the court 
for the order to take over the company 
because of its financial condition. His 
petition stated that the surplus had 
been exhausted and impaired and that 
further transaction of business would 
be hazardous to the public and the 
interest of policyholders. 

Independence Mutual writes person- 
al injury and property damage insur- 
ance on automobiles and has about 
3,000 policyholders, mainly in the St. 
Louis area, collecting about $300,000 
annually in premiums. While the com- 
pany is permitted to write life insur- 
ance under its charter, 95% of its 
business was in automobile. 

President E. A. Vollmer said that the 
company’s financial condition was 
caused by the payment of heavy judg- 
ments and personal injury claims. “We 
thought we should pay the claims in 
the best interests of our policyholders,” 
he said. He added that in the first 
three months of this year the company 
paid out $150,000 in judgments and 
other claims, compared with only 
$300,000 for all of 1958. 


Still Under Leggett’s Wing 


Circuit Judge Blair at Jefferson City 
has overruled motions filed by counsel 
for Independence Mutual of St. 
Louis, which was taken over by Su- 
perintendent Leggett May 14. One mo- 
tion sought to have set aside the action 
brought by Mr. Leggett against the 
company under which he was author- 
ized to take over the assets and busi- 
ness of the company. Judge Blair issued 
a temporary restraining order against 
the company on May 14. He has set 
May 29 as the date for a hearing on 
his order for the company to show 
cause why the injunction should not 
be made permanent. 


Meikle N. E. 1752 Head 


M. Russell Meikle, Lowell Mutual 
Fire, has been elected president of New 
England 1752 Club. Other officers are 
John J. Walker, Andover Mutual, vice- 
president; Francis P. Story, Holyoke 
Mutual, secretary; and Robert E. Noren, 
Worcester Mutual, treasurer. 


Assets Incorrectly Given 

Assets of Michigan Millers Mutual 
of Lansing, Mich., shown on page 82 
of the 1959 Argus Fire Chart are in- 
correctly indicated as $21,925,595. This 
figure should be $3 million greater for 
a total of $24,925,595. 
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Andrea Doria-Stockholm 
Collision Claims Settled 


A final decree settling all of the 
outstanding claims resulting from the 
collision at sea of the passenger liners 
Andrea Doria and the Stockholm has 
been signed in federal court in New 
York. The total paid on 3,322 claims 
was nearly $6 million. There were 59 
death claims, 786 for personal injury 
and 1,174 for loss of passengers’ per- 
sonal effects. Remaining claims jp. 
volved injuries to seamen, seamen’s 
personal effects and cargo losses 
Claims originally totaled $116 mil. 
lion. 

The settlement and the payment of 
all claims set a record for speed in g 
major sea disaster. Final settlement 
of claims resulting from the sinking 
of the Titanic took 15 years, and the 
first claim paid in the burning of the 
Morro Castle was seven years after. 
ward. The final payment of Andrea 
Doria-Stockholm claims occurred less 
than 34 months after the collision. 

Initially, the two lines instituteg 
suits against each other, but these 
were withdrawn as part of an agree- 
ment to seek negotiated settlements 
with the individual claimants. By 
this procedure, if all claims could be 
settled without trial, the question of 
which ship was at fault in the crash 
would be by-passed. The federal 
court decree approved the claims 
payments, outlawed further claims 
and exonerated the Swedish-Ameri- 
can and Italian Lines from all liabil- 
ity. Now the question of fault is 
legally dead. 


Va. Agents Card Ready 


Virginia Assn. of Insurance Agents 
will hold its annual convention June 
4-6 at Greenbrier Hotel, White Sulphur 
Springs, W. Va. Speakers will include 
Archie M. Slawsby, president of NAIA; 
Jesse W. Dillion, chairman of Virginia 
Corporation commission; William E. 
Booth, vice-president of Cherokee, and 
Kenneth O. Force, executive editor of 
THE NATIONAL UNDERWRITER. 


Dividend Concession 
To Northwestern F. & M. 


Securities & Exchange Commission 
has granted an exemption application 
filed by Northwestern F.&M., owned 
by Great Northern Investments, with 
respect to payment of a dividend by 
Northwestern F.&M. to Great North- 
ern Investments. 

SEC noted that Great Northern In- 
vestments is the owner of about 96% 
of the outstanding 115,684 common 
shares of Northwestern F.&M. On 
April 13, Northwestern F.&M. de- 
clared a dividend of $50 per share. 
Great Northern would be entitled to 
$5,510,900 and the minority sharehold- 
ers to $227,800. The present fair mar- 
ket value of all the securities owned 
by Northwestern F.&M.—other than 
those on deposit with insurance de- 
partments, which cannot presently be 
withdrawn—is less than the amount 
of the dividend which Great Northern 
Investments is entitled to receive. 
Northwestern F.&M. therefore pr0o- 
poses to assign all of such securities, 
other than those on deposit, to Great 
Northern Investments, and to pay the 
balance in cash. The minority stock- 
holders will receive their entire divi- 
dend in cash. 


Hoover & Diggs agency of Pittsburgh 
has appointed Homer P. Kinast vice- 
president and Marshall W. Ferrall Jr. 
assistant secretary and manager of the 
fire department. 
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Sees Insurers Weathering Varied 
Competition, Losses, Regulation 


At the spring insurance conference 
of American Management Assn. in 
New York, Brice A. Frey Jr., vice- 
president of General Re, tackled the 
job of predicting how the adverse 
underwriting results of American in- 
surers in the past few years will affect 
insurance buying. 

On ihe question of whether insurence 
will be more expensive in the future, 
Mr. Frey saw no reason why buyers 
should select this commodity out of the 
many necessary for the conduct of 
business to be the one they will be able 
to buy below cost. Most of the same 
factors which determine the cost of 
their own products also determine the 
cost of insurance. All buyers and sellers 
are pretty much in the same boat, in- 
vesting in each other’s futures and sub- 
ject to the same economic develop- 
ments. 

As far as the domestic scene is con- 
cerned, he does not believe coverage 
will be more difficult to obtain. De- 
spite the high peaks and broad valleys 
of underwriting profit and loss, the 
competitive system will provide a 
receptive market. He also believes that 
coverage problems will be met square- 
ly out of sheer necessity. Today’s ad- 
verse underwriting results are charge- 
able in part to unsuccessful innova- 
tions and unfortunate experiments. 
Corrections and refinements will be 
made in specific instances, but, in 
general, progress toward fewer, broad- 
er and more simple contracts is inevi- 
table. 


Cites Reasons 


Mr. Frey gave reasons for these 
predictions. Personal lines used to be 
known as the bread and butter business 
that provided a broad and stable base 
to absorb commercial lines. Now the 
pendulum has swung the other way. 
Climbing expenses and overhead in- 
volved in handling a high unit volume 
of low premium risks have seriously 
affected the profit margin in the per- 
sonal lines, and the red tape, lag and 
political influences exerted upon nec- 
essary rate adjustments in both the 
property and casualty fields have com- 
pounded the problem. As a result, the 
personal lines are not subsidizing com- 
mercial risks today, but the possibility 
of profit in commercial lines should 
result in a more receptive market for 
them. 

American genius for mass produc- 
tion has resulted in the development of 
specialty insurers which limit their 
activities to selected, profitable fields 
and employ specialized new techniques 
at deviated rates. The resultant siph- 
oning of profit must affect the ability 
of insurers to serve corporate buyers. 
Insurers must find the answer to this 
and other forms of healthy competi- 
tion. 


Notes Wide Publicity 


Mr. Frey noted that wide publicity 
has been given to the problem of rising 
costs of production pricing many U.S. 
goods and services out of world mar- 
kets and permitting inroads of foreign 
competition which will be impossible 
to meet. This problem has been more 
than a threatened possibility to domes- 
tic insurers. In the past few years it 
has become a hard fact and a blood- 
letting which has substantially con- 
tributed to anemic underwriting re- 
Sults. In the insurance business there 


are neither effectual import restric- 
tions, protective tariffs nor the equal- 
izing effects of transportation and 
shipping costs. There will obviously be 
a temporary improvement in_ this 
situation because present indications 
are that foreign insurers have fared 
no better than the domestic market. 


Competition Plus Regulation 


The intensely competitive picture in 
the domestic market is not limited to 
the underwriting phase, he went on. 
Buyers can place business directly in 
competitive markets of their own 
choosing, through agents competing in 
their representation of competitive 
markets, or through brokers competing 
to represent buyers in placing risks in 
markets in this country and abroad. 
While the underwriter wrestles with 
these problems of competition, the 
conduct of insurance under regulation 
by the several states is under investi- 
gation in Washington. The irony of 
this situation is that to date the em- 
phasis has been placed on ferreting 
out lack of competition and isolated 
instances suggestive of price-fixing 
and monopoly. 

Mr. Frey advocated a searching look 
at the problem of government and the 
insurance business. There is no prob- 
lem of greater moment to buyers and 
insurers with respect to the forms of 
coverage that require a reasonable de- 
gree of underwriting judgment. Unaf- 
fected are health, life, or other forms 
where the proven credibility of experi- 
ence and mathematical computation 
of exposure enable the actuary’s sci- 
ence to substitute automation or cleri- 
cal functions for underwriting. This 
eliminates a sizeable portion of the 
business, but what has happened, and 
what is going to happen to the all- 
important part that is left, is a serious 
problem. 


Outlaws Discrimination 


The law provides that there shall be 
no discrimination in the business, and 
it is left to the states to see that this 
principle is enforced. They are also 
required to see that rates are neither 
excessive nor inadequate. But, Mr. 
Frey emphasized, the very essence of 
insurance underwriting is discrimina- 
tion in appraisal of risk and exposure, 
amount of insurance and the premium 
to be charged. Insurance’: manuals get 
thicker every year, but even if they 
were the size of an encyclopedia they 
could not begin to cover the situations 
which require departure from their 
provisions on the basis of discrimina- 
tion and judgment, both as to coverage 
and rate. 

Orderly processes to underwrite and 
rate risks that lend themselves to 
well-defined classifications and rea- 


sonable amounts of insurance are 
needed. But the underwriter today is 
handcuffed by regulations that prevent 
his offering the flexibility that the 
corporate insurance buyer wants and 
needs. A contract of insurance tailored 
to meet the requirements of a nation- 
wide concern must be filed with many 
jurisdictions—50 if each state exer- 
cises its prerogative—and almost in- 
evitably will be held to violate some- 
one’s interpretation of statute. Many 
devious methods have been invented 
by the underwriter to escape from 
these handcuffs in the form of experi- 
ence and schedule rating plans, speci- 
fied provisions for so called “A” rating 
which simply means judgment rating, 
retrospective rating plans and a host 
of other devices. 

In his “own little corner” of the 
business an attempt is made to provide 
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a facultative reinsurance market for 
individual risks that insurers are un- 
able or unwilling to handle within 
their normal treaty reinsurance facili- 
ties, Mr. Frey said. From this experi- 
ence he knows that regulatory prob- 
lems frequently prevent willing 
domestic markets from providing rea- 
sonable and satisfactory answers to 
buyers’ requests for legitimate cover- 
age. 

Trying to interrupt and refute basic 
laws of supply and demand is neither 
ambitious nor courageous—it’s just 
plain foolhardy, he declared. There 
will always be a market for an insur- 
able risk at the price of a willing 
underwriter whether it is called a 
domestic market, a non-admitted mar- 
ket or a black market. Rate regulatory 
laws have attempted the impossible 
and created one set of rules capable 
of enforcement for licensed insurers 
and another set of rules, completely 
unenforceable for unlicensed or non- 
admitted insurers. 

Mr. Frey said that lawmakers, buy- 
ers, insurers and reinsurers have long 
recognized that there is no possibility 


(CONTINUED ON PAGE 44) 











FOR SALE OR RENT 


This Excellent Chicago North Side Location 









A spacious interior (above), distinc- 
tive exterior (inset). Approximately 
22,000 sq. ft. on two floors, pius 
8,000 sq. ft. of dead storage space, 
at 4348 N. Broadway, Chicago 40, 





¢ Entire area air-conditioned 

¢ Close to three major bus lines and elevated 

e City parking close by 

¢ Acoustical tile ceiling and fluorescent 
lighting throughout 

e Underfloor ducts for power and phone 
and asphalt tile on first floor 

e Loading area and 500 sq. ft. stock room 
at rear with 15 ft. overhead door 

¢ Separate men’s and women’s washrooms 





Contact: Mr. F. E. McCabe, Combined Insurance Company of America 
RA 8-1000, 5050 Broadway, Chicago 40, Illinois 


Illinois. 


on each floor 

e Ample single and 3-phase 110-220 volt 
Elec. service 

e Aoproximately 1,000 sq. ft. coffee shop 
or cafeteria area including coffee urn and 
kitchen cabinet sink 

e Automatic oil heat—forced air plus base- 
board 

¢ Minimum number of interior columns for 
maximum flexibility of layout 














U.S. & FOREIGN MANAGEMENT, LTD. 


REINSURANCE INTERMEDIARIES 


99 John Street 
NEW YORK 38, N. Y. 


533 N. Atlantic Ave. 
DAYTONA BEACH, FLA. 
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Quin Is President 
Of General Agents; 
Annual Meet Lively 


Slawsby Analyzes The 
Role Of Independents; 
PR, Electronics Featured 


NEW YORK—A crowd of more than 
200 advance registrants at the annual 
meeting here of American Assn. of 
Managing General Agents, was sup- 
plemented by a steady stream of local 
company men and producers who vis- 
ited during the day and evening. At- 
tendance at the business _ sessions 
matched that at the varied program 
of social functions. 

Langdon C. Quin Jr., president of 
Hurt & Quin, Atlanta, was elected 
president to succeed A. W. Marshall, 
Newark. John Bunting of Rathbone, 
King & Seeley, San Francisco, and 
Alvin Shepherd, New Orleans, were 
named vice-presidents, and B. L. 
Udell, Phoenix, was reelected secre- 
tary-treasurer. 


Marshall On Executive Committee 


Mr. Marshall went on the executive 
committee with Joseph A. Rogers Jr., 
Frank S. Rogers agency, St. Paul; 
F. W. Brundick Jr., Jacksonville, and 
Reed Penington, Denver, who became 
chairmen. 

In a lively talk at the first morning 
session, Archie M. Slawsby, Nashua, 
N. H., president of National Assn. of 
Insurance Agents, transferred his re- 
cent running criticism of National Bu- 
reau to independent insurers. He said 
that “insincere” rate and form devia- 
tors are the enemies of the agency 
system. They are dedicated to further- 
ing their own advantage—not that of 
the business in general or of the pro- 
ducer in particular. 

There is a place for the independent 
company in the system, he continued. 
Many of the most important develop- 
ments have been due to their venture- 
some philosophy. So long as truly sig- 
nificant developments are the objec- 
tive of the independent, Mr. Slawsby 
has no quarrel with them. But he ob- 
jects when they resort to minor devia- 
tions in coverage and rate in order to 
siphon off highly desirable business 
which they proceed to “refine and 


refine.” The role of the true independ- 
ent is distorted by the pseudo-inde- 
pendent which takes the creation of 
the organization of which it was for- 





Mrs. Edmund F. Vanston and her 
mother-in-law, Mrs. Barney Vanston, 
both of Dallas, are pictured on their 
way to a panel session in which their 
husbands participated. 
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merly a member or subscriber and 
merely “crosses one more “T’ or dots 
one more ‘I’.” 

Mr. Slawsby observed that up to 
now, the leader among the independ- 
ents has cut a wide swath. The price 
advantage which it has offered has 
made friends for this company and 
has given it first choice in its under- 
writing in many agencies. It cannot be 
reasonably expected that the company 
will be permitted to maintain this 
role indefinitely—unchallenged by its 
peers. The time for the challenge has 
come, in Mr. Slawsby’s view. Many of 
the conforming companies in the busi- 
ness, which have been tied down by 
the myriad rules of the game, are 
either throwing off or are about to 
throw off the shackles in order to 
regain their rightful places. 

Mr. Slawsby foresees a battle for 
supremacy among companies. Agents 
will not be able to remain neutral, 
because the weapons are cut rates and 
deviations in coverage, and agents are 
the target. As the forthcoming battle 
begins and reaches a climax, more and 
more companies with a varied assort- 
ment of “gimmicks” will appear. More 





Arne Fougner, president of Christi- 
ania General, visits with Lothar Sude- 
kum, U. S. manager of Union Re. 


companies will create more expense 
for agents. Commission wars will fol- 
low, and the agency system will be 
years recovering from their effect, if 
it ever does, Mr. Slawsby predicted. 

As agency expenses go up, he con- 
tinued, so will those of the companies. 
Company presidents will be looking 
eagerly for merger candidates. Mer- 
gers are provoked as much by the 
need for expense saving as by lack of 
capital, management or courage. Com- 
panies will leave rating and advisory 
organizations as though they were 
fleeing fire traps. Many companies, 
large and small, will also leave advi- 
sory organizations in protest against 
the actions of giant members who re- 
sist change by maintaining the status 
quo. Mr. Slawsby does not see how the 
protesting companies will benefit by 
leaving bureaus. 


Agents At Fault 


Agents have contributed to the bat- 
tle which Mr. Slawsby foresees. He 
said the role of the independent pro- 
ducer is full of contradictions. In or- 
der to be truly independent, he must 
learn to conform. Once he succumbs 
to gimmicks of price and coverage 
deviations, he seldom has the courage 
to take the difficult road back. Gim- 
micks have the greatest appeal to the 
new agent. He has no preconceived 
ideas about the business. He starts 
from scratch, and a gimmick is useful 
to open a door a little sooner and a 
little wider. He has no property value 
in expirations. Price is a time proven 
device for making sales—so why not 
use it? 

The established producer also suc- 
cumbs to deviations. He loses a few 
lines or a big one to a direct writer or 


Gilbert L. Kerr, 
vice-president of 
Recording & Sta- 
tistical Corp., New 
York; A. W. Mar- 
shall, Newark, 
president of Amer- 
ican Assn. of Man- 
aging General 
Agents, and Don- 
ald Sheldon, as- 
sistant secretary 
General Fire & 
Casualty. Mr. Kerr 
spoke on electronic 
processing at the 
meeting. 


to a fellow independent producer. No 
matter what the reason, he will con- 
tend that the sale was lost because of 
price. The business might have been 
lost because of his inadequacy but, 
defensively, the disappointed agent 
will rationalize and decide that it was 
price. He decides to fight fire with 
fire. He seeks a cut rate facility. He 
then convinces himself that he can 
justify the sale of standard and non- 
standard coverage, Mr. Slawsby ex- 
plained. 

He said that independent agents 
can’t get into harness with a deviator 
because the latter winds up doing the 
driving and agents are hitched to the 
rear of the wagon. He told the man- 
aging general agents that their role is 
comparable to that of the independent 
agent. Their interests are precisely the 
same. If he were a managing general 
agent, he would try to market the 
desirability of his services by promis- 
ing, within reasonable limits, to main- 
tain a constant, non-fluctuating mar- 
ket. 








Analyzes Electronic Progress 


Gilbert L. Kerr, vice-president of 
Recording & Statistical Corp., said 
that with the invention of the first 
large scale electronic computer his 
firm was consulted to determine the 
impact it might have on home office 
insurer operations. His management 
was convinced that it represented the 
beginning of a period of progress and 
growth. 

Development of the high speed 
printer set the stage for insurance 


(CONTINUED ON PAGE 39) 


William L. Schaefer, Commerical Union; Joseph A. Rogers Jr., Frank S. 
Rogers general agency, St. Paul; Carl O. Pearson, editor of Rough Notes, and 


John G. Sharpe, Commercial Union. 
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Bernard J. Daenzer, Wohlreich & 
Anderson, New York, and Fred W. 
Hardin, McManus & Co., Baltimore 
and Hartford general agency. 





Russel R. Kuhlman, Detroit; Archie 
M. Slawsby, Nashua, N. H., president 
of National Assn. of Insurance Agents, 
who was a featured speaker, and Char- 
les S. Coffeen, Manchester, N. H. 
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Whatever your client wants—whether 
it’s Life or Accident & Sickness protection, 
individual or group... for firm or family 


FieNATIONAL UNDERWRITER 





THERE'S A PLAN FOR EVERY PROSPECT with New York 
Life’s complete line that pays you attractive commissions! 


NEW NYLIC COVERAGES 


Accident & Sickness Insurance—a com- 
plete line of Accident and Sickness policies 
...SUB-STANDARD Accident & Sickness 
policies available to many people with 
certain physical impairments or adverse 
medical histories, who may upon payment 
of an extra premium qualify for coverage 
without an impairment exclusion rider. 


Employee Protection Plans—offer a wide 
range of coverages with LIFE INSURANCE, 
WEEKLY INDEMNITY and MEDICAL CARE 
BENEFITS which can now, in most states, 
include MAJOR MEDICAL INSURANCE. EPP 
is available at attractive low rates to firms 
with from 5 to 50 employees. (EPP weekly 
indemnity A&S coverages not available 
in states having compulsory disability 
statutes.) 


- «+ plus new Nylic Merchandising Plans 
—to help you place more business! 


Check-O-Matic—the convenient auto- 
matic method of paying premiums through 
a regular checking account that saves 
money, too. 


Nyl-A-Plan—the modern salary allotment 
plan. 


... plus a complete line of 
modern, low-cost life insurance 
plans, many of them to 500% 

mortality, with attractive 
commission arrangements! 


e Family Endowment Plan 
e@ Whole Life (Minimum $10,000) 
e Life Modified Three (Minimum $5,000) 


e Limited Pay Life—10, 15, 20 and 30 
years and to Ages 60, 65 or 85 

e Whole Life with Seven Year Double 
Protection (Minimum $10,000) 

e Whole Life with Family Protection 
Benefit (Minimum $10,000) 

e Family Life Insurance 

e Assured Accumulator 
(Minimum $10,000) 

e Three Way Security 

e Family Income and Mortgage 


Protection Riders 20 years and to 
Age 65 


e Mortgage Protection Term 
(Minimum $5,000) 

e Juvenile Plans—including Estate 
Builder (Insurance Builder in 
New York) 


e 20 Pay Endowment at Age 65 


Get all the facts today! Write to: Brokerage Division 





New York Life Insurance nine 


51 Madison Avenue, New York 10, N.Y. 


e@ Endowments—10, 15, 20, 25, 30 and 
Endowments at Ages 60 and 65 


e@ Retirement Income Endowments at 
Ages 60 and 65 


e Annual Premium Retirement Annuity 
@ Single Premium Life and Endowments 
e@ Single Premium Annuities 


@ Modified 10 Year Term— Whole Life 
(Minimum $10,000) 
e@ 2, 3, 4 and 5 year term— Whole Life 
(Minimum $10,000) 
e Ten and Twenty-Year Term Riders 
e@ Five-Year Renewable and Convertible 
Term (Minimum $5,000) 
e@ Income Security—10 to 50 years 
decreasing term insurance 
e@ Pension Trust and Profit-Sharing ... 
a complete line of individual insurance 
and annuity contracts 
e All forms of Group Coverages— 
including group annuities, and group 
creditor insurance 
Many of the above Life Plans 
available on a non-medical basis 
—up to $15,000 through Age 30 






A “Eager to serve” 
| 


t =| 


Life Insurance * Group Insurance + Annuities » Accident & Sickness Insurance + Pension Plans 
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Inadequate Rates, Schedule P Formula Hide 
Insolvencies Until Too Late, Bell Tells MISS 


S. Alexander Bell, manager of Mid- 
western Independent Statistical Serv- 
ice, in his address entitled “The Effect 
of Liability Loss Reserves and Rates 
on the Solvency of Insurance Com- 
panies” at the MISS annual meeting 
in Chicago, put stress on the need 
for frequent and perceptive examina- 
tion of newer companies, especially 
those writing primarily auto liability. 


The development of liability lines 
has complicated the question of com- 
pany solvency, Mr. Bell pointed out. 
It is no longer sufficient to determine 
whether a company is currently sol- 
vent, it is just as important to know 
if it will be solvent a number of years 
hence when claims under policies now 
in force will become due. Mr. Bell 
directed his attention to the “corrod- 


ing influence of an inadequate rate 
structure in liability insurance coupled 
with an unrealistic or an incompetent 
management of loss reserves.” 


Basic Rate Making Problem 


The problem of loss reserves is a 
basic problem of rate making and of 
solvency in more ways than one, Mr. 
Bell said. On the average it takes 
three years to liquidate liability 
claims, and any experience in the in- 
terim is loaded with estimates of un- 
liquidated liability. Making rates on 
the basis of experience for years prior 








‘*Unforeseen events.. .need not change and shape the course of man’s affairs” 





He can’t change his spots 


But people can change... and often do. A trusted employee may go wrong. 
Embezzlement, fraud, abscondings are in the news every day. Why risk 
falling prey to human failure? Cover each and every employee with a blanket 
Maryland Fidelity Bond. Invest in guaranteed honesty through your local independent 
insurance agent or broker who represents the Maryland in your community. 
Remember: because he knows his business, it’s good business for you to know him. 


MARYLAND CASUALTY COMPANY 


A Maryland Fidelity Bond is only one of many forms of Maryland protection for b 
ance, Fidelity and Surety Bonds, and Fire and Marine Insurance are availab 


Baltimore 3, Maryland 


usiness, industry, and the home. Casualty Insur- 
le through 10,000 agents and brokers. 





Another striking advertisement to help build more business for the local agent or broker 


by dramatizing the importance of insurance to value. 
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to the immediate past three years also 
is inadequate. Consideration, there. 
fore, he declared, must be given to 
current experience in which the esgtj- 
mated reserves play a large part 
These reserves must be estimated as 
closely as possible to their ultimate 
liquidation cost because if they are 
too low the rates for the future wil] 
be too low, and if they are too high 
the reverse will be true. 

If a company underestimates its 
loss reserves on the liability lines 
there could be a serious cumulative 
effect on solvency which would not 
become apparent until too late, he 
said. 

Schedule P is designed to prevent 
underestimating liability claims for 
auto BI or workmen’s compensation 
on a formula based on the assumption 
that it takes three years on the aver. 
age to liquidate these losses and that 
the minimum amount the claims wil] 
cost (including loss adjustment ex- 
penses) is 60% for BI and 65% for 
wc. Companies are required to set 
aside as a total reserve for BI and 
WC losses no less than 60 and 65% re- 
spectively of the premiwnys earned 
during the three preceding policy 
years minus payments actually made 
on claims outstanding. This formula, 
in effect, puts a floor under the 
amount of loss reserve a company 
must carry. 


Works When Rates Are High 


The formula, Mr. Bell commented, 
worked fairly well and still works in 
those lines in which the rates are high 
enough to produce a loss and _ loss 
expense ratio not in excess of 60%, 
but it has been wholly inadequate in 
the automobile BI field in the last 10 
years because of the rate situation. 

In the course of competition be- 
tween direct writers and agency com- 
panies in auto liability, rates have 
been allowed to lag behind rising 
costs, the average being close to or 
beyond the 60% assumption of Sched- 
ule P. Moreover, Mr. Bell pointed out, 
companies writing at a deviation could 
not possibly have a 60% loss ratio 
because of the very fact of the devia- 
tion. A 60% loss ratio on a manual 
rate is a 75% loss ratio on a 20% de- 
viation rate. Since Schedule P uses as 
a base for calculation the actual pre- 
miums written, in the case of a de- 
viating company a 60% floor under 
the loss reserve it is required to carry 
would produce an inadequate reserve. 

Mr. Bell noted that another factor 
resulting from competition between 
deviating and manual companies is the 
stratification of business, with the 
lower loss ratio risks gravitating gen- 
erally to the deviators and the high 

(CONTINUED ON PAGE 36) 
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Pa. Approves Rise 
In Auto BI And PDL, 
Wants Merit Rating 


Commissioner Smith of Pennsylvania 
has approved auto liability revisions 
filed by National Bureau on which he 
held an informal public hearing March 
19. On private cars the statewide in- 
crease averages 17%, on commercial 
cars and trucks 12%, and on garages 


16%. The farmer discount stays at 
30%. The production cost factor was 


reduced from 25 to 20%. 

Mr. Smith stated he had asked to 
discuss a merit rating plan with Na- 
tional Bureau. He noted that bureau 
members write 28% of the business 
in Pennsylvania. 


Commercial Car And 
Garage Rates Rise 


National Bureau and Mutual Insur- 
ance Rating Bureau have revised liabil- 
ity rates for commercial cars and ga- 
rage risks in New York, effective May 
20. 

On statutory limits of 10/20/5, the 
average statewide increase for com- 
mercial cars is 16.1%. The increase is 
23.1% in New York City and 12% in 
the rest of the state. 

Division 1 garage risks, with the same 
limits, go up an average of 17.4% 
statewide, 23.9% in New York City, and 
15.1% elsewhere. Division 2 garage 
risk increases for the respective areas 
are 6.6%, 6.1% and 7.3%. 


Tort Death Limits 


Herewith is an up-to-date list of 
wrongful death limits in the 50 states, 
as prepared by Assn. of Casualty & 
Surety Companies: 

Those states in which there is no 
limit are Alabama, Arizona, Arkansas, 
California, Connecticut, Delaware, Dis- 
trict of Columbia, Florida, Georgia, 
Hawaii, Idaho, Indiana, Iowa, Ken- 
tucky, Louisiana, Maryland, Michigan, 
Mississippi, Montana, Nebraska, Ne- 
vada, New Jersey, New Mexico, New 
York, North Carolina, North Dakota, 
Ohio, Oklahoma, Pennsylvania, Rhode 
Island, South Carolina, Tennessee, Tex- 
as, Utah, Vermont, Washington, Wis- 
consin and Wyoming. 

Those states in which there is a 
dollar ceiling are Alaska, $50,000; 
Colorado, $25,000; Illinois, $30,000; 
Kansas, $25,000; Maine, $20,000; Mas- 
sachusetts, $20,000; Minnesota, $25,- 
000; Missouri, $25,000; New Hampshire, 
$25,000; Oregon, $20,000; South Da- 
kota, $20,000; Virginia, $25,000 and 
West Virginia, $20,000. 


Allstate Promotes 22 


Allstate has made 22 appointments 
in regional offices. 

At Rochester, N. Y., Donald R. Cam- 
eron and Theodore Schirmuhly be- 
came district sales managers; John 
Bryant assistant claim manager; Jean 
A. Dalton assistant personnel manager, 
and Vincent Vane operating division 
manager. 

Hartford appointments include: Lee 
Ketcham personnel manager; Byron B. 
Stilwell assistant underwriting man- 
ager, and John K. O’Loughlin district 
sales manager. 

At Long Island, N. Y., Herbert R. 
Kopke was named district sales man- 
ager and William J. McGinnis branch 
supervisor for life and A&sS. 

Appointments in Philadelphia are: 
George Ulrich Jr., and John P. Martin, 
district sales managers. 

At St. Petersburg, Fla., Robert F. 
Towne becomes branch sales supervisor 
for life and A&S, and Frederick M. 
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Berghaus district sales manager. 

Other appointments include: Joseph 
D. Cunningham, district sales man- 
ager, Murray Hill, N. C.; Bryant L. 
Moore, district sales manager, Kansas 
City; Albert Ingels, district sales man- 
ager, Dallas; Donald C. Clements, dis- 
trict sales manager, Seattle; Herbert 
E. Lister, zone personnel representa- 
tive, west central zone; Raymond Liv- 
ingston, branch sales supervisor (fire), 
Harrison, Pa.; Ira N. Brannon, planning 
manager, Menlo Park, Cal., and Ray- 
mond E. Alfred, district sales manager, 
Shaker Heights, Pa. 


S. S. Brewer Joins 
Continental Casualty 
As V-P At Atlanta 


Continental Casualty has appointed 
Spencer S. Brewer resident vice-presi- 
dent for the southeastern states with 
headquarters at Atlanta. 

Mr. Brewer started his insurance 
career with National Surety, in 1933 
becoming manager southern depart- 
ment. He was elected a vice-president 
in 1944, and a director in 1956, being 
made also associate manager of the 


b | 
southern department of Fireman’s 
Fund group. 

Quebec Adjusters Elect 
Quebec Insurance Adjusters Assn. 


at its annual meeting in Montreal 
elected P. H. Noel, Royal Adjustment, 
president; R. Corbin, Underwriters Ad- 
justment Bureau, vice-president; Ber- 
nard Laurendeau, Claims Adjust- 
ment Co., secretary, and M. F. Hudon, 
Commercial Adjustment & Safety 
Service, treasurer. The association has 
more than 300 members. 
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AGENT-MINDED PIONEERS 


Just what more than 100 years of continuous pioneering the usual 
and unusual in insurance coverages can mean to you is outlined in 
the booklet, “This Is The Saint Paul.” Available now, at no cost, it is 
an invaluable guide to a stronger, growing agency. Write for it. 

The booklet explains how The Saint Paul has continued to pioneer 
in multiple line coverages that offer you, the agent, ever broader 
opportunities. 

Weathering fire and disaster for more than 100 years, The Saint 
Paul is today stronger than ever. 

A nation-wide network of facilities and sales assistance is ready 
to back you, the Independent Agent. Through efficient handling, 
time-saving methods and a single accounting system you are assured 
of speedy service that will please both you and your client. 





HOME OFFICE 
111 W. Fifth Street 
St. Pau! 2, Minnesota 


EASTERN DEPARTMENT 
90 John Street 
New York 38, New York 


PACIFIC DEPARTMENT 
Mills Building 
San Francisco 6, California 


P: 
o 
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” OPTRA 
NEW ENGLAND DEPARTMENT 


10 Post Office Square 
Boston 2, Mossachusetts 


The Agency System... An American Tradition 
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Mutual Agents Study 
Automation Effects 


National Assn. of Mutual Insurance 
Agents has appointed George R. 
McKiever of Miami as chairman of its 
automation study committee. Other 
members are Gay W. Milbrandt, of 
Pelham, N. Y., president of the New 
York association, John Keyser of Kala- 
mazoo Ist vice-president of NAMIA, 
and Harry E. Uhler of Baltimore treas- 
urer of NAMIA. The committee will 
study the progress and trend of auto- 
mation in the property and liability 
field as it relates to the working ar- 
rangements and operations between 
companies and agents. 


Nicholson To Marine 
Post At Home’s HO 


Home has transferred William L. 
Nicholson to the head office marine 
department with production responsi- 
bilities. He is being succeeded as mar- 
ine manager at Philadelphia by F. J. 
Clark. 

Mr. Nicholson has been in his pres- 
ent position since 1951, prior to which 
he was manager of the company’s 
marine operations in Detroit. Mr. 
Clark joined the company in 1956 and 
has been attached to the metropolitan 
marine department in New York. 


Tucson Agents Elect 
Frank Smith President 


Frank L. Smith was elected presi- 
dent of the Tucson Assn. of Indepen- 
dent Insurance Agents at the annual 
meeting. He succeeds Morton A. Solot. 

Other officers elected include Win- 
ston Reynolds, vice-president; Arthur 
A. Nehring, secretary, and Harry R. 
Talmage Jr., treasurer. Directors 
elected for the coming year include 
John L. Downey, William L. Jacobs, 
Donald W. Ownbey and Rodman Pal- 
mer. Mr. Solot will serve as director. 


W. J. Braddock Elected 
President Of Mid-Century 


William J. Braddock has_ been 
elected president of Mid-Century of 
the Farmers Exchange group. He has 
been general manager of Farmers Ex- 
change since 1953 and vice-president 
of Farmers group since 1945. He joined 
Truck Exchange in 1938. In 1940 he 
was transferred to Portland as assist- 
ant regional manager and in 1945 went 
to Kansas City as vice-president and 
general manager, retiring to the home 
office in 1953. 


Utilities Promotes Nangle Jr. 


John J. Nangle Jr. has been elected 
executive vice-president of Utilities of 
St. Louis which is headed by his father, 
John J. Nangle. John Nangle Jr. grad- 
uated from Georgetown University in 
1950 and has been with Utilities since 
1952. He is a law graduate of St. Louis 
University. 
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Nellany Heads Ore. 
Operations For P. I. 


Pacific Indemnity has appointeg 
Carl J. Nellany manager at Portland, 
succeeding Merle L. Yandle, who wi) 
enter the local agency field. 

Mr. Nellany has been with Pacific 
Indemnity for 26 years. He was with 
Pacific Finance until joining Pacific 
Indemnity in the Santa Barbara claims 
office. He was at Oakland, Stockton 
and Los Angeles, in 1938, becoming 
special agent. In 1941 he was made as. 
sistant manager of the casualty depart- 
ment at Los Angeles. In 1944 he went 
to San Francisco as assistant Manager 
of production in the metropolitan area. 
He returned to Los Angeles in 1950. In 
1957 he was transferred to Dallas. 


Lee Raised In Ga. By 
Phoenix Of Hartford 


Phoenix of Hartford has appointed 
George A. Lee Jr. manager of the 
Atlanta district office with supervision 
of multiple lines in Georgia. 

He joined the company in 1949 and 
after completing the home office train- 
ing program became a special agent 
in Alabama in 1952. 


Drake Promoted By 
Continental Casualty 


Continental Casualty has appointed 
Wendell L. Drake superintendent of 
agents of the commercial A&S divi- 
sion. He was formerly assistant super- 
intendent of the intermediate division. 

Joining Continental Casualty in 1949 
as an agency supervisor of the Chicago 
A&sS branch office. Mr. Drake has since 
supervised and managed a number of 
branch operations. He was named ad- 
ministrative assistant to Vice-Presi- 
dent Armand Sommer in 1955 and was 
appointed director of intermediate 
branches in 1957. 


McClain Speaks At S. Bend 


South Bend- Mishawaka Assn. of In- 
surance Agents at its May meeting 
heard a talk by Harry McClain, ex- 
ecutive secretary of the Indiana as- 
sociation, whose subject was the need 
for a closer relationship between the 
agents and companies. He mentioned 
the changes taking place and stressed 
the necessity for agents to accept 
changes for the sake of perpetuating 
their business. 

James Dunfee Jr. spoke briefly on 
local association advertising. Mr. Mc- 
Clain was introduced by James Culp, 
president. 


Myrold Agency Holds Workshop 


A two day boiler and machinery 
sales workshop was held recently by 
the Myrold agency at Crookston, Minn. 
Instructors were Samuel Bartholomew, 
boiler and machinery manager for 
Reserve, Chicago, and Donald Lar- 
son, engineer for Reserve, Minneapolis. 





R. L. Thiele 
Manager 





NATIONAL INSPECTION CO. 
CHICAGO, ILLINOIS 


Service to Stock Fire Insurance companies for 56 years. 


Inspections and Underwriting Reports. 


C. H. Strong, Chief Inspector 


P. A. Pederson 
Ass’t Manager 
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PREMIUM PAYMENT BUDGET PLAN 








Here is a simple, convenient plan 
to help Great American agents 
close more sales. 


OUTSTANDING FEATURES: 


ALL GREAT AMERICAN PREMIUMS for one 
insured may be combined and paid 
in easy installments—monthly, quar- 
terly, semi-annually or annually. 


FITS PRESENT OFFICE ROUTINE—No 
separate handling or special files 
needed. Premiums and commissions 
reported as usual. 


UNIFORM PAYMENTS—The initial pay- 
ment and all subsequent payments 
are the same. 


LONG TERM POLICIES ELIGIBLE—includ- 
ing five year term. Policies may be 
added, at any time. 


FULL COMMISSIONS IN ADVANCE —when 
policy is written. 


COLLECTION PROBLEMS MINIMIZED 
—Eliminates worry about delinquen- 
cies—does away with need forlengthy 
hy, credit extensions—allows more time 
ee awed for productive sales activity. 
Great American 7 
Insurance Gompany —_/. For further information including samples of attractive 
AT . sales aids, get in touch with the Great American fieldman 
New Dork 


in your area, or write to the Company. 


GREAT AMERICAN 


INSURANCE COMPANY 


HOME OFFICE: 99 JOHN STREET, NEW YORK 38, N. Y. 


FIRE ° MARINE - AUTOMOBILE . CASUALTY ° SURETY 
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The America’s Cup 
Defender 1903 






A Reliance Specialty 


Under sail or under power, millions of Americans have 
transformed modern yachting into big business, pre- 
senting a huge potential to all of us in the insurance 
profession. 

Yacht coverages of every description have long been 
a specialty of Reliance. A sample of our helpful interest 
in this field is provided by the ever-popular Reliance 
“vachting guide” card. If you’d like some copies for 
your seagoing clients, won’t you drop us a line at the 
address below? 





RELIANCE INSURANCE COMPANY 


401 Walnut Street ¢ Philadelphia 6, Pa. 
Symbol of American insurance integrity since 1817 








Conventions 


June 1-2, Eastern Underwriters Assn., mid- 
year, Otesaga Hotel, Cooperstown. 

June 5-6, Montana mutual agents, annual, 
Boulder. 


June 5-6, Virginia agents, annual, Greenbrier, 
White Sulphur Springs, W. Va. 

June 7-9, Georgia mutual agents, annual, King 
and Prince Hotel, St. Simons. 

June 7-9, Tennessee and Kentucky Mutual 
agents (combined), annual, Andrew Jackson 
Hotel, Nashville. 


June 8-10, Southeastern Underwriter- Ass:., 
annual, Homestead, Hot Springs, Va. 
June 8-12, NAIC, annual, Statler Hotel, Bos- 


ton. 

June 11-13, Mississippi agents, annual, Edge- 
water Gulf Hotel, Edgewater Park. 
June 11-13, Carolinas mutual agents, 
Grove Park Inn, Asheville, N. C 
June 14-17, Conference of Mutual Casualty 
Companies, management conference, Ant- 
lers Hotel, Colorado Springs, Colorado. 
June 14-18, International Assn. of A&H Un- 
derwriters, annual, French Lick-Sheraton, 

French Lick, Ind. 

June 15-17, Michigan Capital Stock Ins. Assn., 
Michigan Blue Goose, Michigan Fire Preven- 
tion Assn., annual, Gratiot Inn, Port Huron, 
Mich. 

June 15-18, National Assn. of Insurance Wom- 
en, annual, Hotel Robert Meyer, Jackson- 
ville, Fla. 

June 17-18, Illinois farm agents, annual, Jeffer- 
son Hotel, Peoria. 

June 17-19, Maryland agents, midyear, Com- 
mander Hotel, Ocean City. 

June 17-21, National Assn. of Public Adjusters, 
annual, Concord Hotel, Kiamesha Lake, N. Y. 

June 18-19, Delaware agents, annual, Rehoboth 
Beach Country Club, Rehoboth Beach. 

June 18-19, Wisconsin mutual agents, annual, 
Schwartz Hotel, Elkhart Lake. 

June 21-24, Insurance Advertising Conference, 
annual, Williamsburg Inn, Williamsburg, Va. 

June 28-July 1, Consumer Credit Insurance 
Assn., annual, Desert Inn, Las Vegas. 

June 30-July 2, International Assn. of Insur- 
ance Counsel, annual, Banff Springs Hotel, 
Banff, Alberta, Canada. 

August 2-7, Honorable Order of the Blue 
Goose, International, annual, Statler Hotel, 
Los Angeles. 

August 6-8, Alaska agents, annual, Ketchikan. 

August 9-12, West Virginia agents, annual, 
Greenbrier, White Sulphur Springs. 

August 13-15, Texas mutual agents, 
Statler-Hilton Hotel, Dallas. 

August 19-22, Federation of Insurance Counsel, 
annual, Fontainebleau Hotel, Miami Beach. 


annual, 


annual, 


Aug. 20-22, Montana agents, annual, East 
Glacier Hotel, Glacier Park. 
August 24-25, South Dakota agents, annual, 


Sheraton-Johnson Hotel, Rapid City. 

Aug. 31-Sept. 2, International Federation of 
Commercial Travelers Insurance Organiza- 
tions, annual, Broadmoor Hotel, Colorado 
Springs. 

Sept. 9-11, Washington agents, annual, Daven- 
port Hotel, Spokane. 

Sept. 10-11, Conference of Mutual Casualty 
Companies, sales & agency conference, Con- 
rad Hilton Hotel, Chicago. 

Sept. 10-11, Minnesota agents, 
Duluth, Duluth. 

Sept. 12-14, Pennsylvania agents, annual, Bed- 
ford Springs Hotel, Bedford. 

Sept. 13-15, Oregon agents, 
Hotel, Salem. 

Sept. 13-16, Idaho agents, annual, Sun Valley 
Lodge, Sun Valley. 

Sept. 14-15, New Jersey agents, annual, Tray- 
more Hotel, Atlantic City. 

Sept. 15-18, Mutual Loss Managers’ Conference, 
annual, Edgewater Beach Hotel, Chicago. 
Sept. 16-18, Society of CPCU, annual, Ambas- 

sador Hotel, Los Angeles. 

Sept. 17-19, American Mutual Insurance Al- 
liance Forum, Schroeder Hotel, Milwaukee. 

Sept. 17-19, New Mexico agents, annual, West- 
ern Skies Hotel, Albuquerque. 

Sept. 20-22, West Virginia mutual agents, an- 
nual, Daniel Boone Hotel, Charleston. 


annual, Hotel 


annual, Marion 


Sept. 21-23, National Assn. of Insurance 
Agents, annual, Conrad Hilton Hotel, Chi- 
cago. 


Sept. 24-25, Oklahoma mutual agents, fall con- 
vention, Biltmore Hotel, Oklahoma City. 
Sept. 27-30, International Claim Assn., annual, 

Americana Hotel, Miami Beach. 

Sept. 28-29, New Hampshire agents, 
Wentworth-by-the-Sea, Newcastle. 

Oct. 4-5, Vermont agents, 
Manchester. 

Oct. 4-6, Kansas agents, annual, Town House, 
Kansas City. 

Oct. 4-7, National Assn. of Casualty & Surety 
Executives and National Assn. of Casualty 
& Surety Agents joint annual meeting, 
Greenbrier, White Sulphur Springs, W. Va. 

Oct. 7-9, Western Loss Assn., annual, Lake 
Lawn Hotel, Lake Delavan, Wis. 

Oct. 7-9, Wisconsin agents, annual, Schroeder 
Hotel, Milwaukee. 

Oct. 11-13, Ohio agents, 
Gibson Hotel, Cincinnati. 

Oct. 11-13, Tennessee agents, annual. Andrew 
Johnson Hotel, Knoxville. 

Oct. 11-14, Conference of Mutual 
Companies, annual, Baker 
Hotels, Dallas. 


annual, 


annual, Equinox, 


annual, Sheraton 


Casualty 
and Adolphus 
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INSURANCE WwW 


TO FIT THE NEED 





“Package” policies for 


COMMERCIAL 
PROPERTY 


are a ‘best buy” 
in many situations 


/ Knowing where to use the 
Commercial Property Pol- 
icy is one mark of a well in- 
formed Insurance Agent, 
Where breadth of coverage is 
important, you can’t beat this 
for ease of figuring and sim- 
plicity in policy preparation. 
It frequently has some price 


advantage. 
/ Since they put emphasis on 
complete insurance protec- 
tion provided their clients, 
“Shelby” agents are making 
good use of the Commercial 
Property Policy. They much 
prefer taking the time to sell 
a policy that does all an in- 
sured wants it to do than to 
have him asking, after a loss 
has occurred, why he had not 
had a chance to buy this policy 
with its “all risk” features. 


INSURANCE COMPANY 
o SHELBY, OHIO 


NON-ASSESSABLE 


FIRE & CASUALTY 
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founded 


1694 
The Pioneer Organization 


COATS & 
BURCHARD 


COMPANY 
APPRAISERS 


4413 Ravenswood Avenue 
Chicago 40, Illinois 
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® Appraisals for Correct 
Insurance Coverage and 
Proof of Loss 


® Depreciation Studies 
© Property Ledgers 
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Bond Needs Cited At Surety Meet 


The cost of the surety bond between 
owner and general contractor and 
between general contractor and sub- 
contractor is, like an architect’s fee, a 
sound business investment reasonably 
priced in the opinion of James W. 
Cawdrey, Seattle, president of Associ- 
ated General Contractors of America. 

Speaking at the annual meeting of 
National Assn. of Surety Bond Pro- 
ducers at New York, at a panel session 
on the relationship between contractors, 
subcontractors, credit men and sure- 
ties, Mr. Cawdrey said it would be 
fortunate if a universal plan could be 
adopted whereby all general contrac- 
tors, as a matter of policy, would 
require that a performance bond be 
furnished by every subcontractor upon 
award. If the subcontractor knew 
when he bid the job that he would be 
requested to produce financial state- 
ments, to prove his capabilities and 
experience and to secure a_ perfor- 
mance bond in connection with his 
subcontract he would take a second 
look before bidding carelessly. 

Many of the larger general con- 
tractors, because of company policy, 
request a performance bond from 
every subcontractor, Mr. Cawdrey 
said. However, in too many cases 
general contractors require a perform- 
ance bond only when the subcontractor 
is substantially low and it looks like 
he would probably fail and leave the 
bonding company holding the bag. This 
is not fair or proper. 

“General contractors firmly believe 
in pre-qualification and, certainly, the 
bid bond is, in a sense, pre-qualifica- 
tion. Why not then require a bond for 
all subcontractors?” Mr. Cawdrey 


asked. 
Fair Bidding Defined 
He told the producers that last 


February the Comptroller General 
issued a ruling to the Secretary of the 
Army, changing a previous position of 
his agency and authorizing rejection 
of bids submitted without bid security 
on invitations issued after April 6, 
1959. This has been a subject of con- 
tinual protest by Associated General 
Contractors for many years. The AGC 
has a recommendation from its joint 
cooperative committee with American 
Institute of Architects that a contrac- 
tor should be allowed to select the 
surety of his choice. The sense of this 
recommendation is now included in 
the recently revised “Suggested Guide 
to Bidding Procedures” jointly devel- 
oped by the two groups. This guide 
spells out the recommended ground 
rules for fair bidding procedures on 
private work. 

The importance of the subcontractor 
in the construction field is as great 
today as it ever was, T. L. Sedwick, 
vice-president of Standard Accident, 
declared in discussing surety aspects 
on the panel. General contractors are 
becoming more aware of their respon- 
sibility for subcontractors’ bills, and 
the practice of bonding subcontractors 
seems to be becoming more wide- 
spread. 


Notes More Failures 


Robert L. Roper, assistant secretary, 
National Assn. of Credit Management, 
said that construction failures in 1958 
were five times more numerous than 
10 years ago, and liabilities involved 
were eight times higher. Recent ex- 
perience indicates that this trend is 
continuing. 

Individual records on _ contractor 
defaults and construction failures in- 
dicate that the bulk of these occur 
mainly among new and inexperienced 


contractors who have entered the field 
since World War II, many within the 
past three to five years, Mr. Roper 
stated. Since experienced and qualified 
contractors are forced to bid competi- 
tively against the inexperienced and 
unqualified, the standards of the entire 
construction industry are forced down- 
ward. 

On all construction jobs there must 
be a far greater degree of cooperation 
between credit men, bonding compan- 
ies, contractors and _ subcontractors 
than there has been, if improvement is 
to be expected, he continued. 


Unable To Keep Pace 


Speaking from the producer’s view- 
point, Alfred G. Mansfield, Portland, 
Ore., commented on the growth of 
population and businesses. The surety 
business, especially agencies, has been 
unable to keep pace through existing 
personnel facilities. Mr. Mansfield de- 
cried the attempts of some companies 
to compel agents to get business at 
lower rates or to write too much 
business for contractors, thereby over- 
extending them. 

Loss prevention experts are of more 
value to the surety business than ad- 
justers or claim experts, especially 
since the growth of the construction 
business and the influx of new con- 
tractors will bring in many borderline 
cases, which will increase the loss and 
expense ratios of the surety compan- 
ies, Mr. Mansfield concluded. 

New Jersey Insurance Fieldmen’s 
Assn. held its annual past  presi- 
dents’ dinner and golf outing at 
Springbrook Country Club, Morristown, 
May 26. 


MOTOR’S 


CRASH BOOK 


SERVICE 


SPEEDS ESTIMATING TIME. Estimates 
can be made or checked faster with 
Motor’s easy-to-read, easy-to-use 
CRASH BOOK SERVICE MANUAL than 
with any other pricing system. 


all the informatien 
you need to make fast, 
accurate, appraisals of 


auto collision damage. 


MOTOR's 
SH RY oy 





FREQUENT, PROMPT, UP-TO-DATE RE- 
VISION SERVICE on parts prices and 
flat rates make for more accurate, on- 
the-spot appraisals. 








MAKES PARTS IDENTIFICATION EASY. 
Supplies the greatest available num- 
ber of parts pictures, frame dimen- 
sions and major assemblies . . . plus 
complete information for identifying 
car models and body styles. 








Write today, for full information —to: 


M OTO R 250 West 


CRASH 
BOOK 
SERVICE 





55th Street, New York 19, New York 
PUBLISHED BY THE HEARST CORP. 





Are you 
Cheating 


YOURSELF? 


. . . This new booklet is mostly about the 
advantages which accrue to the local agent who is 
determined to sell insurance protection to guard 
existing values. If you are interested in reading about 
this selling attitude please drop us a line. 




















Ohio Farmers Companies 


CHICO FARMERS INSURANCE COMPANY 
CHICO FARMERS INDEMNITY COMPANY 


Le Roy, Ohio 
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Beckway To Bond Post 
Of Maryland Casualty 


Leslie V. Beckway has been appoint- 
ed bond manager at Chicago of Mary- 
land Casualty, succeeding the late Ed- 
mond Madden. He joined the company 
in 1923 and since 1957 has been super- 
vising underwriter of the bond depart- 
ment. 


America Fore and Loyalty group 
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Cook County Field Men 
Elect Herbert ]. Kotecki 


Herbert J. Kotecki, U.S.F.&G., has 
been elected president of Cook Coun- 
ty (Chicago) Capital Stock Insurance 
Assn. at the annual meeting at River 
Forest. Other officers are Warren T. 
Porter, Aetna Casualty, and Edward 
R. Rossi, America Fore Loyalty, vice- 
presidents, and M. J. Bergin, Royal- 
Globe, secretary-treasurer. William 
B. Brown, Great American, who was 


D. P. Skaer, assistant manager 
Cook County Inspection Bureau, and 
Walter G. Dithmer, assistant mana- 
ger Western Underwriters’ Assn., 
addressed the group. 

The meeting was followed by a 
golf tournament with Cook County 
puddle of Blue Goose. 

A three-day conference and school 
for home and branch office personnel 
and general agents of Employers Mu- 
tual Casualty was held at the home of- 






























































have consolidated their St. Louis offices elected president, is being trans- fice in Des Moines. More than 200 re- 
at 3960 Lindell Boulevard. ferred, and he resigned. presentatives from 38 states attended. 
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ALMOST $90,000,000 INCREASE x 
IN TEN YEARS 
sees eps 120 x 
Best says: “GENERAL’S GROWTH gy 
IS AT A NOTABLY SOUND RATE” 
100 
i 
The General Insurance Company of America, mn 
organized as a capital stock company, 90 os 
has operated continuously as a “preferred risk’’ “ 
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Fireman's Fund Offers 
Its Own Safe Driver 
Plan In California 


In a news announcement with the 
heading “Practical Safe Driver Plan 
Offered,” Fireman’s Fund has intro. 
duced in California its version of the 
National Bureau program of rate dis. 
counts and surcharges based on traf. 
fic violations. 

Fireman’s Fund “gives a break” tg 
drivers who are in so-called no-fault 
accidents. There are no extra charges 
for no-fault accidents or certain 
kinds of moving vehicle violations, 

However, for each accident ip 
which the motorist is at fault, or for 
major moving violations, premium 
charges are increased up to 100% 
over the basic rate. If there are no 
accidents and no moving violations, 
the insured gets a 20% _ discount, 

If there are no at-fault accidents, 
but one minor moving violation, the 
20% discount is still allowed. The 
insured and his family with two mo- 
tor vehicle moving violations or one 
at-fault accident not involving reck- 
less driving, drunken driving, negli- 
gent homicide, driving with license 
suspended or revoked, or manslaugh- 
ter, still is allowed the basic rate. A 
repetition of an at-fault accident or a 
major moving violation raises the 
premium from 25 to 100%. 

An operator licensed less than 
three years is allowed the basic rate 
as long as he and members of his 
family remain free of violations and 
convictions. 


Ala., Ky. Reach High 
Mark In Big I Drive 


Alabama Assn. of Insurance Agents 
which has attained 100% of its share 
of the 1959 national advertising bud- 
get of NAIA, will get an engraved 
gold plaque. Kentucky, which has at- 
tained 60% of its quota, will get a 
specially designed Big I advertising 
award. Florida, Arizona and South 
Carolina also have reached 100%. 


No. British In O. Changes 


North British has rearranged its 
Ohio field territories. Richard P. Stitt 
and Samuel P. Bennett will handle 
north central and northeastern Ohio, 
respectively. Both will work out of 
Cleveland. E. G. Jones will supervise 
southeastern Ohio from Columbus 
and David V. O’Brien will handle the 
northwestern territory from Toledo. 
All are state agents. William A. Gib- 
son Jr., regional manager at Cincin- 
nati, is responsible for southwestern 
Ohio. 


“Win H. McGee 
& Co., Inc. 
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Balance Sheet Shows Realities 
Are Grim But Not Unendurable 


By KENNETH O. FORCE 


Everything is happening as adver- 
tised. 

For five years it has been clear that 
companies operating through exclusive 
agents and specialty companies using 
independent producers were increasing 
their automobile volume at an impress- 
ive rate. This continued to be the case 
in 1958. 

But nothing is simple in automobile 
insurance—it is complex, volatile, ex- 
plosive, and often horrifying. 

Not only have the bureau companies 
been losing volume, whether they 
liked it or not(and some liked it so 
well that they quit or quit in certain 
areas), but in addition, bureau compa- 
nies believe they have been getting the 
worst of the bargain in quality of 
business, that direct writers and spe- 
cialty companies have been acquiring 
a somewhat better class of business 
in respect to losses and claims. 

But the fight has only begun. 


May File Independently 


Indications are that major bureau 
companies, those that feel the most 
competitive about the automobile 
business and write very large volumes 
of it, will soon start filing independ- 
ently, auto rates, coverages, and forms, 
in perhaps two or three states where 
their share of this business is below 
20% or so of the total. 

These would be test areas, where 
these insurers could experiment with 
individual rates, coverages, under- 
writing and operating methods. If the 
experiments worked, they might be 
extended to other territories. If not, 
they could be discarded. The cost of 
the failures thus would be low, and 
more things could be tried than if 
undertaken regionally or nationally. 

This would not be, as rumor has had 


or in a limited region. These are both 
insurers using exclusive agents and 
those marketing through independent 
agents, at a price discount, closely 
underwriting in territories with which 
they are familiar, and paying a lesser 
dollar and in some cases a lesser per- 
centage commission than bureau in- 
surers. Though bureau companies may 
do less than 25% (and in some states 
less than 10%) of the automobile busi- 
ness, independent agents do a good 
deal more than that and often more 
than half of the business. 

The bureau insurers also have indi- 
cated that they are not going to be 
counted out by introducing the Cali- 
fornia rating plan as a means of grad- 
ing up the quality of their automobile 
business. Their 20% discount is better 
than the exclusive agent companies 
have been able consistently to offer 
for BI, PDL and collision combined 
in all territories, in California or else- 
where. 

If that plan stands up, and if it 
spreads to other states, these insurers 
and their agents are going to be able 
to talk price and get quality at the 
same time. 


Surcharges Sobering Feature 


The rating plan has another signi- 
ficant feature, surcharges measured 
to the driving habits of those who use 
the family car. Presumably an insurer 
can write this poorer business at sub- 
stantially more money—and not sim- 
ply cancel, as so many companies of 
every kind have done for so long. It is 
also possible that the surcharges are 
large enough to sober up the drivers 
who are contributing far more than 
their share to the cost of automobile 
insurance. One Californian, by earn- 
ing all the surcharges and then going 
into the assigned risk plan where he 
earned some more, ran his auto insur- 


ance premium up past the $2,000 
mark. That is a very sobering figure. 

In this same area, vaulting rates in 
recent times have caused supervisory 
authorities to look at assigned risks 
and assigned risk plan operations and 
procedures more realistically than in 
the past. Moves already have been 
made to put the assigned risk experi- 
ence on its own bottom—for one rea- 
son, to take some of the pressure off 
the rates for the general automobile 
population. Another move is to reduce 
the 100% vote required of subscribers 
to assigned risk plans before any 
changes in the plans can be made. 
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One proposal is to reduce the require- 
ment 100% to 85% 

With assigned risks rated as a sepa- 
rate class, assigned risk plans no long- 
er will be a place where the driver 
with bad habits can escape to avoid 
paying his full share of the under- 
writing load that he has created. 


May Help AR Plans 


One effect of this might be to make 
rating plans designed to attract qual- 
ity business rest more squarely on 
their own bottoms also since the AR 
plans have tended to dilute the mar- 
ket. With surcharges operating with- 
in the general auto population, the 
AR plan populations may be lowered; 
at least they should not continue to 
rise as sharply as they have in the 
past two or three years. 

It is likely that these and other 
changes that have been made or that 

(CONTINUED ON NEXT PAGE) 





Auto Premiums Pass 


The $5 Billion Mark 


Automobile insurance premiums in 
1958 crossed the $5 billion mark, the 
total for all classes of companies reach- 
ing $5,308,958,607. The year was 
marked also by an improvement in the 
loss ratio of better than 3 points to 
58.5% 

The increase in premiums of $402 
million is the second highest the auto 
insurers have achieved. In 1952, there 
was a premium gain of $484 million. 
That was the year total premiums 
crossed the $3 billion mark. The 
astounding growth in automobile in- 
surance premiums since the war was 
stimulated at first chiefly by the en- 
actment of financial responsibility 
laws which added millions of new 
insured, and more recently by infla- 
tionary trends which have resulted in 
rate increases. Insurers now are writ- 
ing practically all of the reasonably 
insurable market for auto insurance, 
so the amount of total premiums in 
the future will rest more largely on 











rate levels than on acquisition of new 
business. 

The accompanying tabulation below 
of premiums for the past three years 
and for 10 years ago and 20 years ago 
is a dramatic illustration of the rise 
in auto volume to the rank of primary 
importance and concern to the com- 
panies. 

The 20 leading individual writers in 
1958 had total premiums of $2,176,362,- 
875, or 40.9% of the grand total. All- 
state and State Farm, the two com- 
panies which dominate the automobile 
insurance business, between them had 
earned premiums of $667,636,448, this 
being 12.8% of the total auto volume. 
The year before these two companies 
produced 11.8% of the total on com- 
bined premiums of $582,458,286. Their 
combined gain of $85,178,162 is 21.6% 
of the total gain for all companies. 
State Farm has been the leading auto- 
mobile insurance company in the U.S. 
for 17 years, and its position seems 
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are in the making will intensify the 
competition for that portion of the 
drivers of the country (apparently 
about half) who are top grade risks. 
At the same time, however, realistic 
surcharges outside AR plans should 
give the pros in the automobile insur- 
ance field a better chance to write 
business and do a little better than 
break even. More realistic rates within 
AR plans also will help. 


Auto Coverage A Necessity 


Strongly competitive companies of 
all kinds recognize that if they do not 
meet and solve their automobile prob- 
lems in such a way as to continue in 
that field vigorously, other business is 
bound to drift away and follow the 
automobile. Automobile coverage has 
become a necessity and in many cases 
is difficult to get. Whether insurers 
ask for corollary business, insured 


with an automobile coverage problem 
will readily learn that putting other | 


business with the automobile will 
make it more attractive to an insurer. 

It seems especially clear that an 
agent or company that wants to write 
personal business on a payment plan 
needs the automobile premium to 
make it profitable. Certainly, any all 
lines insurer that is offering life and 
A&S coverage, lines which still have 
to be sold, will need to offer the auto- 
mobile coverage if it is to be effective 
competitively with companies that are 
doing just that. In some cases, even 
commercial business will be influenced 
by the writing of the private passenger 
car for the individual. 

But it should be pointed out that 
there is opportunity today in the auto- 
mobile business for the smaller spe- 

- cialty company with underwriting 
know-how that operates in one state 
or region, knows the territory and its 
dangers thoroughly, and can _ hold 
down its claim, underwriting, and 
sales expense. 


Causes Not Abating 


But, large or small, it is going to 
require top professional competence 
in underwriting, management, pro- 
cessing, methods, rating and market- 
ing for the insurer to stay in automo- 
bile, consistently do well at it, and 
grow. 

For there is no let-up in the causes 
of losses and claims: 


(A) The automobile population con- 
tinues to outrun the construction of 
streets and roads to carry it any more 
safely than ever, if as well as it car- 
ried the smaller number of cars, 
trucks, taxis, buses, motorcycles, scoot- 
ers and tricycles five years ago (pedes- 
trians are on their own). 


(B) Almost universally states have 
failed to adopt driver licensing laws 
and then to enforce them to get off 
and keep off the highways, drunks, 
epileptics, schizophrenics, paranoics, 
persons subject to blackout, juvenile 
delinquents, and soreheads. 


(C) Many states still are failing to 
enforce anything like an_ effective 
traffic safety program. Some, New 
York for example, do not yet have 
laws or an administrative establish- 
ment that would permit the start of 
effective enforcement. 


(D) Claim mindedness will grow, 
not diminish, with the number of ac- 
cidents, the rising premium, the num- 
ber of claims and losses, the number 
and size of jury awards. Most of this 
is due to the size of the basic problem. 
Some of it could be described as a 
public immorality created by a public 
image of insurers as unlimited stacks 
of corporation money which these per- 
sons would like to personalize by get- 
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20 Leading G In Auto Premi 
The accompanying table lists the 20 leading groups | Bcd * 

of insurers from the standpoint of auto insurance $ ; oa 

premiums. At the left of the group name is the rank ; 

in 1958, and to the right the rank in 1957. Even 11. KEMPER COMPANIES 10. 

though some members of a group do not write auto Lumbermens Mutual Cas. 72,065,868 70,088,014 

business, the companies are shown as a group. American Motorists ..... 25,486,841 22,288,668 

Amer. Manufacturers Mut. 1,575,215 943,490 
1958 1957 F 
Sion. eens. Fee | ee: arr 
$ $ Federal Mutual ......... 1,516,727 498,058 
1. STATE FARM ME Sr te cate teenie tse 100,644,651 93,818,230 
4 $. 

State Farm Mutual Auto . — 369,825,790 318,093,356 12. ROYAL-GLOBE 13. 
Fe a Rt Re Royal ........-..0..e eee eeronpeadd 9,717,844 

NE a iceconenopaeieeiek 369,825,790 318,093,356 Queen .................. Lise = E10 

PU eed So et! 5,188,810 4,970,194 
2. ALLSTATE 2. American & Foreign 4,027,136 3,857,464 
Allstate ......... tie etnge 297,810,658 264,364,930 ‘British & Foreign ....... 2,555,682 2,448,006 
Allstate Fire ........... 26,112,675 23,614,260  L&La&G. ............... 8,828,723 8,456,749 
SE ERG SE 323,923,333 287,979,190 Star ............-...00. npr ena 
Thames & Mersey ....... 1,548, ,483,639 
| 3. TRAVELERS 3. Virginia F.& M........... 776,121 1,483,639 
Mabie: 550 2. 718,734,180 101,800,033 Globe Indemnity ........ 14,979,158 11,498,212 
Travelers Indem. ......... 164,213,168 111,935,858 Royal Indemnity ......... 14,017,534 13,426,944 
Cd cok heen acer h eased RE ae ren ee 17,444,937 74,182,008 
EE Sine Bib chen cds c 947, »135, 
ota 242,947,348 213,735,891 13. AMERICAN 12. 
4. AMERICA FORE LOYALTY 5. Mei ici. ss 45,036,473 46,770,590 
: American Auto. ........ 24,019,543 24,934,314 
Bes hires Pete seth) ,826, ,201, 4 aan : 
ee anes IESOLLGS | Ammesiated Badeseniiy 6,004,863 6,236,077 
|Fidelity-Phenix .......... 12,719,329 11,437,500 
Niagara ae see °° See fed 3,065,348 3,254,975 Total eoeerecererreeerereses 75,060,879 77,940,981 
‘Fidelity & Casualty ...... 71,090,986 61,699,191 14. NORTH AMERICA 15. 
pn nse i ee ~ $3,993397 31,423,400 Ins. Co. of North Amer. .. 1,915,009 15,518,894 
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NINE ois exch nee ssc 10,198,019 9,427,020 | Siuedeinhia FAM 2 365.662 
Metropolitan Casualty 10,198,019 9,427,020 - taaaeciacenli re eaaeee: 62.026198  56.497'509 
Commercial ............. 10,198,019 9,427,020 ans sanndllatadide’ gs dat ate hehe mee nee 

I Gao a cu cares 169,688,850 152,445,614 15. GENERAL ACCIDENT 17. 

General Accident ....... 40,934,488 39,499,056 

5. GENERAL MOTORS 4. NE ere got Ge 8 16,004,422 13,073,630 

General Exchange ........ 122,914,619 127,944,069 Pennsylvania General 4,616,659 3,059,795 

a WAR eS te aa 34,937,321 34,923,173 EEE. cc Reker eves 61,555,569 55,632,481 
_ ee ny cee cred eee 157,851,940 162,867,242 

16. THE FUND 16. 

6. HARTFORD FIRE 6. Fireman’s Fund ......... 34,904,002 32,339,141 

Marifert Vite ........... 38,589,341 34,312,816 Fireman’s Fund Indem. 7,823,310 7,248,427 

Hartford Accident ..... 108,263,270 95,848,122 Home F.AM. ........... 7,823,310 7,248,427 

New York Underwriters 1,659,757 1,475,820 National Surety ......... 9,628,689 8,921,141 

(RAR etre AES RES ere ee 414,939 368,955 eer ee ce 60,179,311 55,757,136 
|Twin City Fire .......... 311,204 276,716 

ee ee 149,238,511 132,743,622 17. GENERAL AMERICA 21. 

General, Seattle ......... 31,994,784 21,413,967 
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Mid-Century eopeoesepnoae: JOS 45 C4000. + # # 6S 6282 6.02.0 Employers Liability 31 315 822 27 785 252 

Br eee tf ee | rere Sie |. 6%... 5,067,445 4,152,909 

8. AETNA LIFE COMPA . American Employers 17,328,810 15,319,189 

° NIES & MIE fon ces Pentre walk 490,508 156,302 
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eS ge pene ae knee en. ra ee poet eth 

POT Ss coseecc. ees OR eee. ; 19. CONTINENTAL-NATIONAL 14. 

NE ia os Rhee aeee ens 131,856,326 114,095,573 Continental Casualty 46,012,475 48,118,212 
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: : 9. NATIONWIDE MUTUAL 7. National Fire ............ 3,853,224 14,553,230 

Nationwide Mutual . oe 123,208,633 110,301,788 Transcontinental ........ 159,378 2,568,215 

“cae” Mutual Fire staat: BP ot NE Fb pet aces 50,025,077 65,239,657 

o a eee e ee ee eee eee eeee , ’ ’ ’ 
20. OHIO CASUALTY 25. 

10. LIBERTY MUTUAL 11. Ohio Casualty ........... 44,352,672 39,366,173 

Liberty Mutual ......... 91,269,138 78,318,639 RE Se i Ae ene a a 726,070 538,938 

Liberty Mutual Fire ..... 10,209,458 8,478,157 West American ......... 1,389,874 518,403 
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ting their hands on it. 


abetted by 


dishonest doctors, 


avari- 


on the premium dollar, the competitive 





(E) The young driver, problem that 
he has been, is going to be more of 
one. It is estimated that the number 
of teen-age drivers will increase 40% 
in the next five years. These are fu- 
ture adult insured, business and per- 
sonal. Dealing with them successfully 
till they reach 25 is going to test the 
ingenuity and endurance of the auto- 
mobile insurers. 

(F) With the size of the problem 
what it is and still growing, perhaps 
it is not surprising that there appears 
to have been so much actual fraud, 
perpetrated by attorneys aided and 


cious adjusters, conniving claim men, 
and, one of the real roots of grand 
theft in the area of both BI-PDL and 
PHD, the greedy garage keeper. 


(G) There is no indication that 
anything (what would it be?) has oc- 
curred that would slow down, let 
alone halt or reduce, the effect of the 
development to a high degree the art 
of advocacy for the plaintiff’s cause, 
which is one of the remarkable phe- 
nomenons of modern times. 

In addition to a more equitable dis- 
tribution of loss costs and continued 
upward pressure by losses and claims 


situation will continue to keep the re- 
verse pressure on the expense portion 
of the premium. More companies are 
adopting and more will adopt tested 
methods of reducing handling costs 
and improving risk selection, such as 
continuous policies, renewal certifi- 
cates by machine, money with applica- 
tion, and signed applications on new 
business. Agents already have ab- 


sorbed a good deal of the adjustment 
in their operation and income that 
these changes entail. 
been by agency merger to 
volume. 


One way has 
increase 
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Firm With National Outlets Offers Quick, 
Firm Price Handling Of Top, Seat Losses 


A plan whereby insurance compan- 
ies can quickly settle claims for 
damaged automobile convertible tops 
or interiors anywhere in the United 
States while eliminating all possibility 
of padding has been launched by 
Rayeco Manufacturing Co., Paterson, 
N. J. Arrangements have been made, 
according to Joseph Weiss, president, 
to permit insurance adjusters to send 


convertible top or interior damage 
claimants to any of the 151 Rayco 
stores from coast to coast. Rayco 
reports that many insurance compan- 
ies already are using the service on 
a national basis. 

It works like this: 

A policyholder making a claim for 
convertible top or interior damage is 
sent by his insurer to the nearest 





“WHEN MY POLICYHOLDERS NEED QUICK, 
DEPENDABLE AUTO GLASS SERVICE ...1I use 
the NEW International Directory of Authorized 
SHAT-R-PROOF Dealers. 


Get your FREE 


Shat ‘R ‘Proof 


INTERNATIONAL DIRECTORY 
Send this 


Authorized SHAT-R- 
PROOF Dealers give 
GUARANTEED auto glass 
service and reduce our 
auto glass claims.” 
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INSURANCE DIVISION, 4815 Cabot Ave., Detroit 10, Mich. 


Please send me a FREE International Directory of Authorized SHAT-R-PROOF 
Dealers, listed by city, state, and country. 


JkeNATIONAL UNDERWRITER 


Rayco store for assessment of dam- 
ge. 

After examining the car the Rayco 
operator calls the claims office and 
discusses the damage and betterment 
factor with a claims man. He arrives 
at a figure which is the amount the 
policyholder will be allotted. 

Claimants sign a proof of loss in the 
Rayco store and payment is made 
directly to Rayco for the amount 
agreed upon. 

If the claimant wants additional 
work done, he must pay the store di- 
rectly. According to insurers using the 
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service, the work is done rapidly ang 
saves the time and expense of using 
an adjuster, as most jobs run less than 
$100. 

Since prices are posted in all stores 
both the insurer and the claimant 
know what the work will cost and the 
possibility of a padded claim is remote. 

In cases where damage is not tog 
extensive, repairs are made while the 
car’s owner waits. Work is guaranteeg 
at any Rayco store. Insurers using the 
plan like it because they know that 
they can rely on the service and wil] 
receive an accurate bill. 


Prices Set By Individuals 


Because of the wide range of depre- 
ciation and geographical location, 
prices for work are set by individual 
operators. Prices, in all cases, howey. 
er, are posted. 

Recently a large eastern insurer 
sent a claimant for convertible top 
damage to a small New Jersey auto 
shop which submitted an estimate of 
$125. On investigation the insurer de. 
termined that Rayco’s posted price for 
the same job was $79.95 installed. 

In a similar situation in Detroit 
large insurance company had _ been 
paying $110 for convertible tops on a 
popular car. The Rayco posted price 
for the same job was $69.95. 

Policyholders who have had claims 
settled by the Rayco chain report that 
repairs were done while they waited— 
in clean, attractive waiting rooms. 

Because of its control system, Ray- 
co stores stock seat covers and con- 
vertible tops to fit every automobile 
model since 1938. All stores of the 
nationally advertised chain are lo- 
cated on major arteries. The firm has 
stationed representatives to service 
insurance companies in high claim 
areas such as New York, Chicago and 
Detroit. Rayco’s insurance program is 
directed by Peter Perchuk, insurance 
sales manager, in Paterson. 


Show Ratio Of Lawsuits 


To Auto BI Premiums 
(CONTINUED FROM PAGE 17) 















ae: 

icc) 
| 0.4% g 
3 g £ on 
avg 3 ..*8% 
Esw aM B=s 
oS Sease 
mos 23595 
oa Onnek 
en 54,278,672 828 «15 
Old Colony 464,383 306 «5.6 
Pacific Employers _...... 8,290,135 250 3.0 
Pacific Indem.......%......... 23,848,066 1,046 44 
Pacific, N. Y. Grp. ........ 5,289,421 248 «(4.7 
Pacific Natl. Fire ........ 543 44 
EEED - ciemenscind 506 3.7 
Phoenix, N. Y. 2,849 2.2 
Phoenix, Conn. 1,746 85 
Preferred, Mich 58 11 
Pref.’ Risk Mut. . 421 41 
a a 511 63 
Provident, N. Y. . 214 «95 
Prud. Mut. Cas 413 95 
Public Natl. ........... 4,633,288 519 11.1 
RREHANCC, — PA......2.200escasees 10,951,143 654 56.1 
Royal-Globe Grp. ........ 117,299,165 7,289 6.2 
ee 30,307,491 975 3.2 
ee 13,427,193 813 6.1 
St. Paul F.&M. Grp ...... 53,110,992 3.0 
ae eae ,922,199 597 6.0 
Security Mut. Cas. ...... 13,676,261 133 10 
Shelby Mutual .............. 20,141,632 803 4.0 
Springfield F.&M. 11,921,356 628 5.3 
Standard Acc. Grp 71,485,957 4,064 5.7 
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Stock Companies Have $216 Million 
Premium Gain; Loss Ratio Improves 


The total automobile insurance pre- 
mium writings of stock companies in 
1958 were $3,489,647,880, an increase 
of $216,035,133. Incurred losses of 
$2,053,403,555 produced a loss ratio of 
58.5, which compares with 63.0 the 
year before. 

The figures embrace the so-called 
full cover companies as well as those 
specializing in physical damage only. 

The stock companies showed a 6.6% 
premium gain, compared with 12% for 
the mutuals, and as a consequence the 
stock companies reduced their percent- 
age of the total writings from 66.7 in 
1957 to 65.7 in 1958. In 1938, they 
wrote 74.3% of all auto insurance. 

In previous years the stock compan- 
ies have been divided in THE NATIONAL 
UNDERWRITER review of auto experience 
between those writing physical damage 
only and the liability-PHD insurers. 
The significance of this distinction has 
been diminishing, and the stocks are 
now grouped together as are the mu- 
tuals. 

The presentation of the 10 leading 
stock companies is not disturbed great- 
ly by this integration, the only trans- 
plantation being General Exchange 
which has for many years been the 
leading PHD writer. That company 
now occupies fourth place among all 
stock companies with premiums of 


$122,914,000. This is $5 million less 
than in the preceding year, and is $17 
million less than the high point for 
General Exchange, in 1955 when the 
premiums were $139 million. 


Allstate accounts for 8.5% of all the 
stock company premiums and 5.6% of 
all automobile insurance premiums 
written in this country. 

Elsewhere on the list of 10 leaders 





TOP TEN STOCK COMPANIES 














1958 1957 % 1956 1948 1938 
Prems. Prems. Incr. Prems. Prems. Prems. 

$ $ $ $ 
SE Nh Cee Se 297,810,658 264,364,930 12.7 236,273,819 31,022,525 2,471,316 
2. Travelers Indem. . 164,213,168 111,935,858 46.9 90,477,272 40,675,473 _ 6,167,933 
3. Aetna Casualty 131,856,326 113,885,704 15.8 102,145,655 34,045,845 11,954,150 
4. General Exchange ...............:- 122,914,619 127,944,069 — 3.8 136,971,825 45,881,094 20,362,440 
5. Hartford Ace. ....... 108,263,270 95,848,122 12.9 96,227,889 47,859,175 13,451,528 
6. U.S.F.&G. 103,993,299 95,525,330 8.9 89,526,442 34,897,065 8,978,368 
7. Travelers ......... 78,734,180 101,800,033 —22.8 89,505,242 35,013,988 15,995,996 
8. Fidelity & Cas. ... 71,090,986 61,699,191 15.4 57,227,973 29,221,781 7,712,517 
9. Indem. of No. Am. .. 60,111,189 38,612,966 55.4 36,141,917 16,902,984 4,454,379 
10. Maryland Cas. ......ccccsssscccsssseeee 53,339,403 48,698,550 9.5 45,692,303 21,154,581 8,018,462 
Allstate continues its leadership there have been many changes. A good 


among the stock companies. Since 
1953, Allstate has been the No. 1 stock 
company as regards premiums and the 
No. 2 auto insurer in the U.S. Its 
growth is vividly shown in the ac- 
companying table, which gives premi- 
ums in 1958, the two preceding years 
and then in 1948 and 1938. Twenty 
years ago, Allstate wrote only $2.4 
million. It is now writing more than 
100 times that amount. In 1948 the 
company wrote $31 million, and it has 
increased in 10 years nearly 10 times. 
This growth has probably never been 
equalled in the insurance business. 


deal of this is due to shifting of busi- 
ness between companies within the 
same group. Travelers and Travelers 
Indemnity, for example, did some 
juggling of the auto business to pro- 
duce a $53 million increase for Travel- 
ers Indemnity and a $23 million de- 
crease for Travelers. Travelers In- 
demnity winds up as the second larg- 
est stock company at $164 million and 
Travelers moves from fifth place to 
seventh at $78 million. 

Aetna Casualty continued to add to 
its auto volume in sizable fashion, 
remaining as the third largest stock 


company at $131 million. 

The shift of business of the Travelers 
companies resulted in the moving up 
by one notch of Hartford Accident, 
which added $13 million to its auto 
business (a 12.9% gain) and for the 
first time Hartford Accident is in the 
$100 million class. 

U.S.F.&G. also added sizably to its 
auto premiums and is the sixth of the 
stock companies to pass $100 million. 

The eighth ranking company is 
Fidelity & Casualty of the America 
Fore group with $71 million in premi- 
ums. This is the second year in a row 
that F.&C. has put on $10 million and 
it has moved up strongly. . 

A shift of business in the North 
America group has placed Indemnity 
of North America in the Big 10 with 
$60 million of premiums, 55% more 
than the company had in 1957. 

Although it increased its auto busi- 
ness 9.5% last year, Maryland Casual- 
ty wound up in the 10th position with 
$53 million in premiums. Continental | 
Casualty, the 10th largest stock com- 
pany in 1957, gives way this year, 
owing to the big gain by Indemnity of 
North America. 

The last two columns in the showing 
of the Big 10 give their premiums for 
1948 and 1938, and the growth of the 
auto business is clearly seen. 





1958 Auto Experience Of Stock Insurers Is Detailed By Company 





















































































1958 1958 
———Tota! Incr. or BI PDL PHD ———Total Incr. or BI PDL PHD 
Earned Incurred Loss Decr. in Earned Earned Earned Earned Incurred Loss Decr. in Earned Earned Earned 
Prems. Losses’ Ratio Prems. Prems. Prems. Prems. Prems. Losses Ratio Prems. Prems. Prems. Prems. 
$ $ % $ $ $ $ $ $ % $ $ $ $ 
——000 Omitted, 000 Omitted————, 
Accident & Casualty ...... 7,480,349 4,379,914 58.3 553,897 3,594 1,868 2,018 | Buckeye Union Fire ...... 1,056,719 492,997 46.8 103,719 _ —_— 1,056 
Aetna Casualty dantboctedelasias 131,856,326 77,310,015 59.0 17,970,622 68,972 29,151 33,732 | Builders & Bankers ........ 55,973 38,681 69.0 —_—_—_— —_— — 55 
Aetna a 23,491,567 14,570,102 62.0 87,480 11,199 4,673 7,618 | Calif. Comp. & Fire ........ 3,439,251 1,668,571 48.3 —746,597 190 2,275 973 
Agricultural 3,731,95: 2,465,694 66.1 176,921 7 314 2,618 | Cal. Farm ......ccccccccc 5,335,030 3,039,450 56.8 558,936 2,211 1,083 2,039 
eee 419,120 278,420 66.4 108,120 10 379 | Calvert Fire 21,465,504 13,503,271 63.0 —3,469,184 — ——— -. $1408 
Alliance, England 1,890,748 1,125,188 59.2 213,434 7 263 853 Camden Fire .. 3,087,320 1,865,7 60.4 603,758 583 296 2,207 
Allstate sssessenneenssons 297,810,658 164,727,869 55.2 33,445,728 166,490 66,639 64,680 | Canadian Fire ... 722,896 364,218 50.4 —16,104 a a 7 
Allstate Fire ..... 26,112,675 10,382,517 39.4 2,498,415 —— —— 26,112 | Canadian Indem. 1,393,480 823,043 59.2 32,698 949 443 — 
American, N. J. .... 45,036,473 26,525,788 58.9 —1,734,117 19,815 9,427 15,783 | Canal, S. C. ...... 1,622,240 1,002,803 61.7 165,832 1,023 490 107 
American & Foreign 4,027,136 2,639,053 65.5 169,672 2,139 922 Capital F.&C. 1,493,044 706,079 47.4 620,004 746 695 51 
American Auto ....... 24,019,543 13,080,420 654.1 —914,771 10,568 5,027 8,423 | Capitol Indemnity 1,217,113 613,514 50.6 123,145 450 313 452 
American Bankers, 5,782,536 2,570,347 44.4 435,318 —. — 5,782 Carolina Casualty 3,721,612 1,893,202 50.1 —108,058 2,121 1,054 545 
American Casualty 14,545,127 8,516,503 58.7 —77,386 6,988 3,632 3,924 | Cascade ....... 566, 6,342 50.5 559,913 119 210 
American Central ............ 2,517,346 1,609,115 63.6 1,346,326 1,260 536 719 | Casualty of ‘ 507, 745,063 147.1 111 158 
American Colonial, 63,570 53, 83.8 1 1 60 | Cas. Undwrs., St. Pau 2,756,585 1,701,021 61.8 269,942 1,318 562 876 
American Employers ...... 17,328,810 10,081,184 57.8 2,009,621 9,305 4,328 3,694 | Cavalier 1,112,277 693,907 62.4 —25,139 a ee 1,112 
American Equitable ........ 1,362,802 832,955 61.2 156,8' — — 1,362 | Centennial 1,546,469 884,596 57.3 242,517 957 274 314 
American Fid. & Cas. .... 28,720,007 20,293,249 70.5 —412,076 18,047 7,478 3,194 | Centennial Cas., C 3,616 _ —_—— —_— — Lape 
Amer. Fidelity Fire 3,550,291 51.9 667,408 82 30 6,733 | Central National 9,639,796 5,006,986 51.9 —574,604 565 310 8,764 
Amer, F.&C., Fla... 2,124,465 52.2 454,204 2,241 1,094 726 | Central Plains .... 493,767 310,095 62.8 -— ——- — 493 
American Fire & Ind 20, 69.2 —_ —_— 28 | Central Surety 2,718,387 1,606,231 59.0 —1,928,711 891 432 1,393 
American General 2,345,607 47.2 783,604 2,042 1,083 1,837 | Century, Ind. 4,271,194 2,649,109 61.8 34,088 2,036 849 1,385 
American Guarantee 2,781,871 58.2 —107,025 2,553 1,109 1,112 | Cherokee ......... 1,616,841 1,028,988 63.3 —156,159 — — 1,616 
American Home 2... 234 3,153,215 60.2 1,743,198 1,689 814 2,730 | Cimarron 746,612 471,139 63.2 108,612 272 153 320 
American Indem., Tex. 5,350,502 3,105,960 57.9 901,952 2,304 1,307 1,737 | Cincinnati .. 387,742 189,753 48.8 204,742 107 66 213 
Amer. INSUTOTS  .......sc:000000 64,166 35,321 55.0 19 15 29 | Citizens 414,939 364 54.1 45,939 — — 414 
American Liberty patience 531,070 312,255 58.8 187,070 239 129 162 | Citizens Cas., N. Y 2,013,362 1,435,013 71.2 33,512 1,414 522 76 
Amer. Marine & Gen. .... 105,073 67,873 64.5 —6,927 105 | Citizens Home ............... 2,547 155,730 54.9 49,547 58 30 193 
American Motorists 25,486,841 13,602,662 53.6 3,198,173 13,983 5,550 5,952 Civil Serv. Employees .. 4,869,093 2,479,233 55.2 634,327 2,233 1,051 1,584 
Amer. National Fire .......... 968,2: 566,7: 58.5 41,225 169 pe a 1,223,193 59.7 6 897 410 740 
Amer. Policyholders 3,460,164 1,827,657 52.6 497,160 2,062 883 514 | Columbia Casualty . 1,646,438 52.2 —1,137,029 1,576 670 
American Reinsurance 7,982,558 5,491,045 68.9 668,725 6,381 1,100 500 | Commercial, N. J. .. 7,110,129 70.4 770, 5,007 2,171 3,018 
Amer. Reliable ............... 343,008 133,575 38.8 —231,992 43 17 282 | Commercial, Tex. ” 922 1,583,151 60.1 —535,827 —- — 2,634 
American Security, Ga. 7,416,221 4,086,076 55.1 —99,884 — --- 7,416 | Commercial Cas., Tex. .... 22,642 —53,728 — — — 22 
American Southern 55.8 120,907 300 169 | Commercial Standard ... 5,180,700 2,799,922 53.8 334,274 2,198 1,165 1,816 
American States ....... 51.0 4,567,355 7,948 4,874 7,428 | Comm. Union, England 5,244,475 3,354,830 63.9 2,634,661 2,626 1,117 1,499 
American Surety... 60.0 2,803,104 10,642 5,182 4,695 | Connecticut Fire ..........0 ,819, 4,390,137 75.5 —1,207,223 2,244 906 2,668 
American Union, N. Y. .. 190,272 53.8 5,990 — seams 353 | Connecticut Indemnity 3,882,133 2,336,105 60.1 —1,071,895 2,343 955 582 
Amer. Univ., R. I. . . 1,683,318 67.2 817,236 329 1,596 | Constitution a 492,000 333,469 67.6 —58, 181 77 232 
Anchor Casualty .... 2,968,076 64.4 —372,987 2,455 1,202 1,886 | Constellation 12,976 86,283 666.1 —194,024 — — 13 
eee 442,672 64.4 —38,472 348 162 176 | Continental V 14,826,393 8,422,743 57.9 1,625,24 14,826 
Argonaut Undwrs. 279,959 67.4 —311,322 206 107 101 | Continental 46,012,475 32,033,039 69.5 —2,105,737 25,350 12,159 8,502 
TY ‘vusbleiaissvigsinbinice 337,144 64.9 —4,074 341 153 25 | Cornbelt .... ee 50,886 103,964 41.2 109 57 83 
Assoc. Employers 980 21.8 —3, 74 59 18 | Cosmopolitan, Il. .. 403,285 93,040 23.1 272 104 25 
Assoc. Indemnity 6,004,863 3,270,105 54.4 —231,214 2,642 1,256 2,105 | Countryside Casualty 81,707 50,596 61.8 —— 34 25 21 
Assurance of Amer 1,530,141 2, 61.5 —1,970 262 113 SeEeW | CRGNEU « conineeeemnsccen 273,719 117,517 42.8 —_—_ 135 82 56 
Atlantic, Texas 2.0... 1,317,883 691,158 52.8 105,335 480 295 541 | Dealers National . 536 289,641 44.6 297,536 263 153 231 
Atlantic & Gulf States .. 98,914 42,941 43.4 _—- —- SO | Nf aiictecine 742,332 392,023 52.8 — —_— 742 
Atlantic National ............. 46,163 29,615 64.2 —957,837 30 13 1 | Delta F.&C. 353,532 223,098 63.1 —58,468 158 83 111 
Atlantic Natl., Fla. .......... 4,597,054 2,958,056 64.3 3,593,351 3,177 1,243 175 | Dependable ..... 699,225 402,313 57.5 —_ — — 699 
Atlas 1,257,361 832, 66.6 1 87 32 1,137 | Detroit F.&M. 968,225 566,789 58.5 41,225 399 169 398 
Audubon, La. .....cccccss 1,237,337 857,913 69.6 = 255 134 847 | Dixie Auto ..... 1,166,784 638,910 55.0 373,784 457 237 471 
Auto Club ............ 972,961 504, 51.9 228,961 376 247 348 | Dixie F.&C. ... 2,181,028 = 1,266,536 57.8 429,033 924 587 669 
Automotive, Cal. 5,115,476 3,003,554 58.7 — —_ 5,115 | Dubuque F.&M. .. 880,392 61.6 163,392 374 165 340 
Autoplan _...... 1,385,721 985,310 71.4 424,721 769 256 359 | Eagle Fire, N. Y. 1,450,9 y 68.8 226,772 693 257 500 
MOB siccceorsons 2,895, 1,439,347 49.4 338, — —- 2,895 Tee BERT aacasscitercccececnerrne 584,779 419,424 71.8 §$—251,221 265 128 190 
Bankers & Shippers 4,475,902 2,620,943 58.7 722,006 856 387 3,231 | Econ. Fire & Casualty .. 5,787,590 2,753,179 47.6 899,127 2,361 1,273 2,152 
con National ..... 145,674 95,261 65.7 110,674 29 23 93 | Educator & Executive .... 34,151 62.8 a 21 21 
Birmingham F.&C............ 966,727 658, 68.1 273,727 313 208 444 mco 61.4 —2,450,256 — — 21,589 
Birmingham Fire, Pa. 1,304,519 787,618 60.5 668 544 259 500 | Empire F.&M. 54.8 166,830 243 148 119 
Bituminous Cas. oo... 4,714,350 2,764,531 58.5 891,768 2,546 1,348 819 | Empire Sta 66.2 43,987 199 78 654 
Blue St ae 2,098,917 1,164,366 55.5 87,710 309 179 1,609 | Employees Assur. 37.7 een 54 35 15 
t 0,388,876 6,123,588 59.4 364 4,608 1,997 3,782 | Employers, Ala. 62.3 —101,016 392 235 386 
British & Foreign Marine 2,555,682 1,674,783 65.4 107,676 1,357 585 612 | 
Buckeye Union Casualty 17,116,567 9,334,152 54.6 1,969,361 6,761 5,005 5,349 (CONTINUED ON PAGE 29) 
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Premiums Of Mutual Insurers 
Gain 12%; State Farm Up 16% 


Mutual insurers in 1958 did a total 
automobile business of $1,473,406,773, 
a 12% gain which increased their 
share of the total auto market to 
27.8%. The amount of gain was $158,- 
386,470. The loss ratio of 58.1 compares 
with 59.1 in 1957. 

In 1948, the mutual companies 
wrote 22.4% of all the auto business, 
and in 1938 they wrote 20.2%. There 
has been a steady gain, year after 
year, by this group of companies in 
their participation in the auto insur- 
ance market. 


Has $246 Million Lead 


State Farm Mutual Auto is the over- 
shadowing leader of the mutuals, with 
a spread between it and the next 
company of an impressive $246 mil- 
lion. State Farm writes 25% of all the 
mutual business and 7% of all the auto 
business in the U.S. 

The 10 leading mutual companies, 
with aggregate premiums of $813,240,- 
550 did 55% of all the business written 
by insurers in this classification, of 
which there are 218 listed this year. 

The only change in the ranking of the 
10 leading mutual companies is in the 
9th and 10th positions, where North- 
western Mutual and Farmers Mutual 
Auto of Madison traded places. 

Nationwide Mutual, after several 
years of marking time in the auto 
field, boosted its premiums 11% to 
$123 million and that company appears 
to be resuming an aggressive course 
of premium gain. All of the leading 
mutual companies showed gains in 
premiums, ranging from 2.8% to 18%. 

Liberty Mutual, with a $13 million 
gain, solidified its third place position, 
but remained the same distance, $32 
million, behind Nationwide Mutual. 

In fourth place is Lumbermens 
Mutual Casualty, which has racked up 
modest increases in the past few years. 
The gap between Lumbermens and 
Liberty, which in 1955 was $3 million, 
now is $19 million, but Lumbermens 
continues to hold a big lead over Hard- 
ware Mutual Casualty, the fifth rank- 
ing mutual. 

The first five mutual companies are 
among the 20 largest automobile writ- 
ers in the U.S. Hardware Mutual Cas- 
ualty is in 20th position. 

Rounding out the big 10 for the 
mutuals are State Auto Mutual of 
Columbus, Utica Mutual, Auto-Own- 
ers, Northwestern Mutual and Farm- 
ers Mutual Auto of Madison. The 
seventh, eighth and ninth companies, 
Utica Mutual, Auto-Owners’ and 
Northwestern Mutual, showed good 
percentage gains. The contest for sev- 
enth position between Utica Mutual 
and Auto-Owners is particularly close, 
and both companies are a threat to the 
ranking of State Auto of Columbus. 


All Exceed $10 Million 


For the first time, the 10 leading 
mutual companies all had premiums 
of more than $20 million. 

The commanding leadership of State 
Farm in the auto insurance field was 
more clearly evident in 1958 than ever 
before: 

—It added, net, 558,000 new automo- 
bile policyholders—or more than 1,500 
a day for the 365 days of the year. Al- 
though few companies were seeking to 
expand their auto underwriting com- 
mitments in 1958, State Farm in- 
creased its policies in force by 11.5%. 


—lIts earned auto premiums exceed- 
ed the earned premiums of any other 
fire and/or casualty company for all 
lines combined (except group A&S). 

—It pushed its first-place margin to 
$72 million over Allstate, the biggest 
lead it has ever held. 

At year end, with 5,421,890 auto pol- 
icies in force, State Farm claimed it 
was insuring one of every 10 private 
passenger cars in the U.S., based on 
registration estimates of Automobile 
Manufacturers Assn. 

State Farm again chalked up an 
underwriting profit in a difficult year. 
Its gain was $8,814,696, or 2.3% of 
earned premiums. Investment gain 


fices, the mid-Atlantic at Spring- 
field (Delaware County), Pa., and the 
south central at Murfreesboro, Tenn., 
were converted to decentralized man- 
agement in 1958. 

Each of State Farm’s regional of- 
fices would represent a sizable auto 
insurance company standing alone. 
The smallest U.S. branch had earned 
premiums in 1958 of more than $15 
million, while the largest exceeded 
$50 million and would have ranked in 
the top 20 as a separate company. 

In 1959 the State Farm companies 
have written their first business in 
Maine and Vermont, marking their en- 
try into the New England area. 





TEN LEADING MUTUAL COMPANIES 











1958 1957 % of 1956 1955 1948 
Earned Earned Incr. Earned Earned Earned 
Prems. Prems. Prems. Prems. Prems. 
$ $ $ $ 
1. State Farm Mutual 369,825,790 318,093,356 16.3 263,778,109 201,391,686 79,970,863 
2. Nationwide Mutual 123,208,633 110,301,788 11.7 108,032,293 112,308,574 29,995,188 
3. Liberty Mutual ............ 91,269,138 78,318,639 16.5 71,247,034 68,952,462 30,377,590 
4. Lumbermens Mut. 72,065,868 70,088,014 2.8 66,505,996 65,143,834 39,470,766 
5. Hardware Mut. Cas. .............. 41,745,456 39,259,622 6.3 37,547,432 36,272,047 17,151,378 
6. State Auto, Ohio ... 25,949,890 24,115,345 7.6 22,548,846 22,163,246 11,448,298 
7. Utica Mutual ....... 23,121,488 20,391,811 17.4 18,113,481 17,514,817 8,486,552 
8. Auto-Owmers  ...........:ccccee0e. 23,117,001 19,588,170 18.0 17,873,594 17,298,118 9,414,577 
9. Northwestern Mutual \«. 21,994,339 19,083,331 15.3 16,777,081 
10. Farmers Auto, Wis. .............. 20,942,947 19,288,249 8.6 18,894,639 20,770,801 8,146,577 








was $13,444,795. After taxes and divi- 
dends, $14,940,694 was added to sur- 
plus. As a result, State Farm continues 
to present one of the’strongest balance 
sheets in the business. Assets as of Dec. 
31 were $485,502,097, and _ policy- 
holders’ surplus stood at $132,577,187. 
Loss and loss expense reserves totaled 
$179,067,223, plus voluntary reserves 
of $30 million. Unearned premiums 
were $119,635,235. 

Record years were also reported by 
State Farm’s two wholly-owned 
affiliates—State Farm Life and State 
Farm Fire & Casualty. 

Fastest growing member of the State 
Farm fleet is its fire company, which 
had direct premiums of $25,671,512 
in 1958. This was 21% more than in 
1957. After quota-share reinsurance 
ceded to the parent company, net 
earned premiums were $13,348,380, on 
which the underwriting gain was 
$916,575. Net investment gain was 
$761,099 and surplus was increased by 
$1,506,578. 


Life Sales $276,448,951 


State Farm Life’s paid-for ordinary 
life sales reached $276,448,951. This is 
a record high, 4.6% above 1957. Ordi- 
nary insurance in force stood at 
$1,319,678,643, to place the company in 
44th rank as to ordinary insurance in 
force among all U. S. life companies. 
In new insurance paid for, the com- 
pany ranked 33rd in 1958. 

Most significant administrative de- 
velopment in 1958 at State Farm was 
the introduction of a management de- 
centralization program. Under it, re- 
sponsibility for the affairs of the auto, 
life and fire companies for a region is 
placed in the hands of management 
people located in that region. Previ- 
ously, agency and operations respon- 
sibilities were divided, each under 
separate line management. The new 
program brings the agency and opera- 
tions functions together under a com- 
mon management, consisting of a re- 
gional vice-president and two deputy 
regional vice-presidents. 

Two of State Farm’s 15 regional of- 


For the first time in several years, 
no new regional offices were con- 
structed in 1958, although one is 
now being built in Newark, Ohio. It 
will service Ohio and West Virginia. 

In June, Adlai H. Rust was elected 
chairman of State Farm Mutual, filling 
a post vacant since the death in 1951 
of the founder, G. J. Mecherle. Mr. 
Rust had been president of State 
Farm since 1954 and chairman of the 
life and fire companies since 1951. 
Elected president of State Farm Mu- 
tual was Edward B. Rust, executive 
vice-president (operations) since 1954. 

Claims frequency was down by a 
scant fraction of a percent for State 
Farm in 1958, although growing size 
brought a 6% increase in the number 
of claims reported, a total of 1,914,867. 
Severity, or cost per claim settled con- 
tinued to rise, moving up $188 per 
bodily injury claim alone. 

At year end, there were 3,434 people 
in the field claim organization, includ- 
ing 1,695 field claim men. Company 
claim schools turned out 17 classes 
with 468 graduates. 

Of the almost two million claims 


which State Farm closed in 1958, 
14,979 were BI cases in suit. Of this 
number, 12,133 were settled before the 
suit came to trial. State Farm won 
81% of the 2,846 cases tried. (A suit is 
considered won if the verdict is for 
the defendant or if the judgment js 
lower than the last settlement figure 
offerecl before trial.) 

State Farm’s forceful advertising 
program continues in 1959, augmented 
by addition of the Saturday Evening 
Post to the media schedule. The 1959 
print program is the biggest dollar. 
wise in State Farm history, including, 
in addition to the Post, Life, Look and 
Reader’s Digest, plus a strong farm 
magazine campaign. 

In television, State Farm continues 
as a co-sponsor of the CBS baseball 
Game of the Week, alternating this 
year on the Saturday and Sunday tel- 
ecasts. This large-audience show, al- 
though blacked out in major league 
cities, is aired in over 165 markets, 
and is available to 50% of US. televi- 
sion homes. 

To replace the missing coverage in 
the major league markets, State Farm 
selects local media according to avail- 
abilities and effectiveness in each 
area. These include local television, 
radio, outdoor boards including painted 
spectaculars, and newspaper. 


Low Rates Stressed 


Copy themes continue to concen- 
trate on low rates plus the country- 
wide service available through State 
Farm’s 7,500 agents and 1,695 field 
claim men. Print ads use a large, arrest- 
ing photograph of a man at the “mo- 
ment of truth” when he finds he could 
have saved money with State Farm. In 
a unique example of advertising crea- 
tivity, the TV commercials employ the 
same talent used for the photographs, 
closing on the same _ shocked facial 


expressions that feature the print 
campaign. 
The company-sponsored national 


program is matched in size by local 
agent programs in which the cost is 
shared by agents, managers and com- 
pany. While this embraces almost all 
principal advertising media, news- 
papers and outdoor advertising pre- 
dominate. A feature of this program is 
the highway sign, 5,700 of which now 
mark the approaches to cities and 
towns across the country. 





Mutual Auto Results By Company 




























1958 
Total Incr. or BI PDL PHD 
Earned Incurred Loss Decr. in Earned Earned Earned 
Prems. Losses Ratio Prems. Prems. Prems. Prems. 
$ $ % $ $ $ $ 
———000 Omitted——_,, 
Abington Mutual ............... 347,074 136,666 39.2 19,074 — — 347 
Ala. Farm Bur. Mut. Cas. 3,727,553 2,166,591 58.5 781,584 1,460 908 1,359 
Alliance Mut. Cas. 3,987,459 2,033,990 51.5 589,686 1,321 825 1,840 
Allied Am. Mutual 4,799,875 3,295,436 68.9 —160,472 1,690 642 2,467 
Allied Mut. Cas., Io ‘ 8,347,283 4,503,949 54.0 1,146,269 3,051 1,969 3,326 
Amal. Mut. Auto .............. 936,282 546,121 58.4 —151,218 909 — 27 
Amer. Agricul. Mut. ....... 5,204,788 2,930,318 56.2 3,655,697 1,562 1ll 3,531 
Amer. Farmers Mut. Cas. 226,046 90,, 39.9 87 59 78 
Am. Hard., Minn. ............... 11,509,309 7,102,003 61.7 —3,742 5,590 2,471 3,447 
American Mfrs. Mut. .... 1,575,215 688,011 43.7 631,215 213 98 1,263 
Amer. Mut. Fire, S. C. 1,006,226 2, 68.1 366,226 260 151 594 
American Mut. Liab. ...... 17,354,588 12,124,176 70.0 1,092,005 10,081 4,359 2,914 
Apex Mut. Ins., Ill. a : 6,024 48.8 3 560 
Atlantic Mut. Fire . ’ 33.1 —7,159 — — 51 
Atlantic Mut., N. Y. 579, . 57.9 667,551 2,813 823 942 
Auto Mut., R.I. F 619 28.8 364,034 — 2,319 
Auto-Owners, d J 57.0 3,528,131 6,989 5,414 10,713 
Badger Mut., 4 65.9 333,948 692 311 503 
Badger State Cas. ..... 1,280,385 711,925 55.5 87,008 629 266 384 
Beacon Mut. Indem. 3,936,796 1,869,905 47.4 —21,945 1,563 1,018 1,354 
Berkshire Mut. Fire ........ 1,132,743 516,528 45.6 261,743 — — 1,132 
Burlington Mut. Fire ...... 116,863 65,627 56.5 mucus emma 116 
Cadillac Mut., Mich. .......... 412,306 202,868 49.1 156 138 117 





(CONTINUED ON PAGE 33) 
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He got out of bed at 1:15 Aa.IMN1. to answer a call for help from 


somebody he’d never met. He spent two chilling hours getting his people into a motel, 
waking a country doctor to check them over, rounding up a rental car for them to use 
while theirs is being repaired. 


He’s home now, bone-tired. He will feel the effects of this night when he rises to meet 
his obligations tomorrow. But tonight, he made a piece of paper turn into help, shelter 
and protection from financial loss for that family out on the road. 


Many of his neighbors know him as their “car insurance man,” and they note that he 
makes a good living at it. The basis of his success is that he’s part of a unique marketing 
partnership. He is an agent, an independent business man, but an exclusive agent, representing 
a single insurance enterprise. As such, he is freed by his marketing partner, the company, 
to concentrate on serving a large volume of qualified customers. We help him identify and 
accept the qualified risk, the average driver of normal habits. We mass-produce his policy- 
writing, bookkeeping, billing and collection for him, so that he wastes no time ‘“‘making 
shoes by hand.” All this gives him a built-in price advantage. And because we are jis 
company, he is able to capitalize on one of the most powerful advertising programs in 
the industry. Our ads are his ads. 


Many people know our agent as their life and fire insurance man, too. Because providing 
him with companion lines for better service to his clients and extra income for himself is 
still another aspect of our integrated approach to the market place. As their auto insurance 
man, he has a natural entree. He is already known and expected in his neighbors’ homes. 
He is, in short, the family insurance man. . . with the ability, the training and the time to sell 
from a well-rounded insurance portfolio. 
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The Claim Representative 


In our company, he may be a lawyer . . . or a technician, schooled in a dozen automotive 
crafts. In any case, he’s a student of human nature, because he meets the public . . . people 
who have just had accidents, and are wondering if their insurance company will stand 
by them and pay off when the chips are down. 


The claim representative’s role in our Marketing Partnership is to help the agent keep 
the promises we make in our contract . . . and to sustain our relationship with the insured. 


We have another big thing going for us when it comes to giving claim service. . . our 
customer can always find us, no matter where his accident happens. Near home, it’s no great 
problem to get help. But the farther one is away from home, the greater the reassurance that 
comes from finding a nearby helping hand from one’s own company. That’s where our 1,650 
claim representatives and 7,500 agents . . . each pledged to serve each other’s policyholders 
as his own...stop being dots on a map and become real people, on the spot when needed. 


That’s why our Marketing Partnership lets our agents promise and deliver ““hometown 
service wherever you drive.”” And that’s why 98.36% of our policyholders responding to a 
continuing survey, report complete satisfaction with the way their claims were handled. 














The People 


For every agent and claim representative on the firing line there is another person behind 
the scenes in our company. 


The term “Marketing Partnership” is one you would not expect these folks to use in their 
day-to-day work. Yet they are the people who make it possible. They are the flesh-and- 
blood behind the abstractions of “‘streamlined methods,” ‘“‘continuous policies,” ‘‘direct 
billing and collection,” and ‘“‘fast-track claim handling.” 


They perform jobs with titles, and jobs without... duties without number, services be- 
yond value. They’re the billers, the checkers, policy typists, code reviewers. Underwriters, 


statisticians, mail clerks. Secretaries, correspondents, key punch operators. You name ’em, 
we've got ’em, 9,346 strong. 


Their sheer physical accomplishments are astonishing. Every day, they dictate 14,000 
letters, send out 50,000 premium notices and 8,000 checks, issue 12,600 policies—over 
84,000 separate transactions. That, we submit, is something. 











‘The Company 


The name of the company is State Farm Mutual Automobile Insurance Company. We 
were founded 37 summers ago by a retired farmer, George J. Mecherle, of Merna, Illinois. 
He was a man with powerful, simple ideas: that careful drivers are entitled to lower rates 
on car insurance... and that agents and company should work together as partners, not 
deal with each other at arm’s length. 


Today, for the seventeenth straight year, State Farm Mutual is the world’s largest insurer 
of cars, with over 5% million policies in force. That’s one out of every 10 passenger cars 
in the U.S. Yet we are even more proud of our record of paying a dollar where a dollar is 
due... and of having one of the lowest ratios of claim litigation in the industry. 


We are tremendously grateful for the acceptance that policyholders and agents have given 
our companion companies. They have placed the State Farm Life Insurance Company 
among the top 10% of all U.S. life insurance companies. And the State Farm Fire and 
Casualty Company’s writings during 1958 equaled those of our Auto Company in the year 
when it first became the No. 1 auto insurer. 


But of all the aspects of our company’s integrated approach to the marketplace, the key 
figure remains the agent. The rest of us perform our essential, concerted labors, but in 
the end it’s the agent... a man on his feet with an application in his hand . .. who makes 
the sale and keeps us all in business. 


As a Marketing Partner, he’s hard to beat. 


STATE FARM 
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1958 Auto Experience Of Stock Insurers Is Detailed By Company 





























































May 29, 1959 
Total 
Earned Incurred Loss 
Prems. Losses Ratio 
$ $ % 

Employers Cas., Tex. 11,134,332 6,644,146 59.8 
Employers Fire ....... 5,067,445 2,974,454 58.1 
Employers Liability 31,315,822 19,050,847 60.6 
Employers Nat'l, Dallas .. 18,753 11,349 60.4 
Employers Reinsurance 12,218,983 6,464,541 52.9 
Equit. F&M. ..ccsssesssesssseeeee 1,229,239 175.3 
Equity General ... 51,396 126.3 
Excel, South Bend . 168,898 55.4 
Excelsior of N. Y. 175,411 54.0 
Exchange Cas. & Sur. .... 1,357,844 66.8 
Farmers & Merchants, Okla. 4,913 87.2 
Farmers Equit., Ill. .......... 39,404 64.3 
Federal .......----:+:000+ 13,871,992 58.5 
Fidelity, S. C. .. 13,420 37.3 
Fidelity & Casualty 53,829,533 75.8 
Fidelity-Phenix _..... 6,734,725 53.0 
Fire & Cas of Amer. ...... 126,887 96.1 
Fire & Cas of Conn. ......... 316,139 49.0 
Fireman’s Fund ........... 20,053,155 57.3 
Fireman’s Fund Ind. 4,494,672 57.4 
Firemen’s, N. J. .... 23,700,432 69.8 
Firemen’s of Wash. 1,013 34.7 
First National _......... 108,304 48.6 
Financial Indem. 1,125,952 40.6 
Founders, Cal. 1,367,135 63.5 
Franklin Cas. 110,670 51.2 
Freeport 3,856,510 57.8 
ITIL | ccsstccssterenovonees 16,453 43.5 
General, Fort Worth 1,742,024 1,028,668 58.6 
General, Wash. .... 31,994,784 15,773,539 49.2 
General Accident 40,934,488 25,141,550 61.3 
General Cas., Wis. .. 8,719,629 4,405,145 50.5 
General Exchange 122,914,619 70,264,115 57.6 
| i J * eee 7,839,508 6,136,435 78.3 
Gen. Guaranty, 3,244 564,219 79.1 
General Reins. ......... 13,959,703 7,268,335 52.2 
General Security ie 845,802 835,543 99.0 
Georgia Casualty & Sur. 1,578,205 1,121,925 71.3 
Glens Falls .- 30,467,977 17,837,027 58.5 
Globe & Republic 511,051 12,3! 61.0 
Globe Indemnity .. 24,979,158 9,818,661 65.8 
Gov't. Employees, D. C. “40,071,899 21,757,084 54.2 
Great American .............. 15,491,595 9,068,642 58.8 
Great Amer. Indemnity .. 25,632,101 17,048,900 66.9 
Great Basin, Reno ne 116,023 73,464 63.2 
Great Lakes ............. me 64,2: 21,840 33.9 
Great Northern me 4,218,266 2,390,638 56.8 
Great Southern F.&C. 76,469 37,696 49.2 
0 Pe 2,529,506 1,259,474 49.6 
Guaranty Nat’l., Colo. 72,907 46,053 63.1 
Guaranty Sec., Minn. 135,698 87,473 64.7 
RE INE «<n scteceecbthasossion 8,371,673 4,142,961 49.4 
Gulf Amer. F.&C. 273,474 157,904 57.5 
Halifax, Boston 490,508 313,559 63.8 
NN ee 9,287,297 5,371,395 57.8 
Harbor, San Diego 1,585,978 755,016 47.8 
Hartford Acc. .. 108,263,270 46,650,455 43.1 
Hartford Fire .. 38,589,341 20,865,865 54.0 
Hawkeye-Secur 3,798,084 1,844,835 48.5 
Holland America 770,096 582,073 75.6 
Home F.&M. ......... 7,823,310 4,494,672 57.4 
Home Indemnity 25,883,161 17,607,004 68.3 
| RES ee 18,334,489 10,208,797 55.8 
Hoosier Casuatly 3,141,200 1,306,463 41.4 
Houston 3 4,379,210 2,284,471 52.2 
Illinois Fire ...... 65,014 34,327 52.8 
Illinois National 5,458,345 2,595,860 47.5 
a 754,709 432,371 57.2 
Imperial Cas. & Ind 2,167,556 1,077,774 49.5 
Indemnity of N.A. . 60,111,189 36,240,861 60.2 
{ndiana .......... 7,101,859 3,662,876 51.5 
Industrial ..... .635,069 3,103,621 66.9 
Industrial Indem. 3,119,608 1,714,870 55.0 
State of Pennsylvan 1,744,850 1,051,071 60.4 
Institutional of Amer. .... 92, 47,773 51.5 
Ins. Corp. of America .... 3,803,020 2,294,210 60.2 
Ins. Co. of North Am. ....~> 1,915,009 1,313,203 68.6 
Ins. Co. of St. Louis ...... 936,807 489,614 52.3 
Ins. Co. of The South ..... —2,700 a 
Intermountain Cas. ......... 192,519 100,699 
Internatl. Service 3,430,660 
Inter-Ocean Reins. 24,398 
Interstate, N. J. ..... 1,937,064 
Jefferson of N. Y. 95,970 
\ eee 1,674,493 
Kansas City F.&M. ............. ,601,608 1,557,706 
Keystone Auto Club Cas. 12,516,418 654,634 


Lexingt 
Lincoln 
&L.&G 


London Assurance 
London Guarantee 
Manchester ............s.0:0+ 
Manhattan Casualty 
Manhattan F.&M. 
Man*fecturers Cas. 
Marathon 
Marine, England .. 
Marquette Casualty . 
Maryland Casualty 
Massachusetts Bay .. 
Mass. Bonding. ........ 
Massachusetts F.&M. 
Mayflower 


Members, Cal. ...... 727,659 
Merchants & Mfrs. .... 701 
Merchants Fire, Colo. .... 168,411 
Merchants Fire, N. Y. .... 9,321,173 
Merchants Indemnity . 2,330, 
Meritplan ....... 1,234,826 
Metropolitan, 565, 
Metropolitan Cas. 10,198,019 
Michigan Surety ..... 264,8 
Mid-Continent Cas. 2,428,123 
Midland National .... 416, 
Mid-States  ...........0 3,655,784 
Midwestern Indem. 758,787 
Midwestern, Tulsa ... 716,445 
Midwestern F.&M. 936,807 
Millers National ...... 167, 
Milwaukee Ins. 10,198,019 
Minnehoma 1,459,261 
Mission Indem. 760,316 
Monarch. _................ 2,675,708 
Motor Club of Amer. 5,108,660 
Jap aera ee . 34,937,321 
Motor Vehicle Cas. .......... 5,015,295 
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Incr. or 
Decr. in 
Prems. 


1,281,829 
—1,389,963 


173,286 
10,580,817 
1,435,432 


4,276,525 


581,065 
1,505,060 


—13,603,885 
133,807 


38,701 
589 








BI PDL PHD 
Earned Earned Earned 
Prems. Prems. Prems. 

$ $ $ 

———000 Omitted 
5,042 2,532 3,559 
1,625 820 2,621 
17,349 = 5,981 
7 
9,791 810 1,616 
628 253 747 
16 7 16 
— — 303 
—— — 324 
1,134 675 210 
2 1 2 
307 138 236 
9,633 3,411 10,586 
17 

50,751 20,339 — 
— — 12,719 
—_—- od 131 
aa oS 645 
15,969 7,062 11,872 
3,579 1,583 2,660 
16,692 7,237 10,062 
— — 31 
— —— 222 
637 411 1,717 
923 409 808 
65 35 114 
2,758 1,440 2,469 

—— — 37 

782 362 597 
14,386 7,055 10,552 
22,113 9,539 281 

4,167 1,821 2,730 

— — 122,914 
6,479 1,087 272 

375 159 178 

8,946 1,815 3,197 
462 232 150 
696 372 508 
15,271 6,341 8,854 
— = 511 
7,965 3,430 3,583 
18,540 7,576 13,954 
6,398 2,709 6,383 
14,353 5,783 5,495 
106 

— — 64 
1,792 756 1,669 
—-- 24 51 
1,088 531 908 
17 15 39 

41 24 70 
3,252 1,815 3,303 
77 55 141 
218 97 174 
3,157 1,364 4,765 

627 348 609 
75,096 33,076 90 

— — 38,589 

1,454 898 1,444 
405 169 195 
3,579 1,583 2,660 
17,641 7,639 601 
81 126 18,126 
1,257 748 1,135 
1,806 966 1,605 
1 1 62 
2,314 1,272 1,870 
— — 754 
1,035 488 644 
29,737 13,134 17,238 
2,654 1,769 2,678 
74 39 4,521 
1,502 706 911 
5 271 910 
ie —_ 92 
1,929 787 1,085 
1,180 187 546 
— 936 

—— —_ 2 
a _— 192 
2,180 1,361 2,638 
22 79 
oa —_— —— 

547 247 2,064 

255 122 2,223 

5,611 2,966 3,939 
onion —_— 62 
864 426 189 
bot —_— 7 
409 98 

4,689 2,023 2,116 
1,461 642 853 
1,076 468 1,115 
6,464 3,027 3,152 
—— 473 

2,964 721 19 
461 200 478 
1,730 855 817 
—< — 790 
552 188 609 
263 146 230 
28,274 13,249 11,816 
9 17 

11,035 4,595 2,259 
399 169 392 

2 1 495 
334 144 248 
ag — 340 
—_— — 168 
4,312 1,955 3,053 
1,078 488 763 
528 266 439 
280 139 145 
5,007 2,171 3,018 

164 64 

932 478 1,017 

272 127 16 

—_ — 3,655 
279 184 294 
360 180 175 

— —_— 936 

2 160 

5,007 2,171 3;018 

73 50 1,335 

243 130 385 
553 198 1, 

2,454 1,139 1,514 

2,202 1,066 1,746 

























































































Total 

Earned Incurred 
Prems. Losses 

$ $ 
Mt. Beacon 679,282 485,483 
Munich Re 347,554 82,500 
Natl. American, Omaha 6,013 2,090 
National Auto, Ark. 4,039 2,147 
National Auto, Del. .. 1,496,477 908,852 
National Auto, Ga. 731,012 407,690 
Natl. Auto & Cas. .... 4,239,230 2,636,131 
Natl. Ben Franklin 3,399,340 2,370,043 
National Capital of D. C. 4,601 —776 
National Casualty ............... 1,311,786 1,005,628 
Nat. Fmrs. Un. Pr. & Cas. 8,260,578 4,872,470 
National Fidelity 4 1,949,660 970,845 
... &, __-eewesra 3,853,224 1,511,920 
National F.&M., Omaha 146,872 46,125 
National Indem., Neb. ...... 3,247,980 1,538,627 
National Grange Fire ........ 813,220 455,105 
National S.rety ....... 9,628,689 5,531 $04 
National Service Fire 29,419 11,433 
National Union Fire 10,436,154 6,300,948 
Nat’l. Union Indem. ... 1,304,519 787,618 
Nationwide General 29,156 26,707 
New Amsterdam Cas. 27,603,773 18,215,163 
Newark 5,188,810 3,400,315 
New England 1,181,399 684,623 
Newfoundland ... 1,112,858 744,972 
New Hampshire 11,254,176 7,312,687 
N. J. Mfrs. Indem. 8,621,420 4,061,204 
New South, N. C. 1,553,055 861,310 
New York Fire ................ 624,618 381,773 
New York Underwriters 1,659,757 897,457 
New Zealand 20... 904,214 467,169 
Niagara 3,065,348 1,615,453 
North American Re. 7,106,254 4,962,647 
North British 2,718,387 1,607,229 
Northeastern _....... 3,991,226 1,987,693 
Northern, England 1,263,261 849,931 
Northern of N. Y. 12,145,777 7,381,640 
Northern Security 51,921 37,834 
Northland _...... 2,759,217 1,458,394 
North River ...... 4,709,551 2,698,254 
Northwestern F.&M. ...... 518,674 280,455 
Northwestern Natl. Cas. 8,246,158 4,789,302 
Northwestern National ..... 4,037,930 2,020,162 

Norwich Union Fire ...... 1,280,799 7 
Ocean Accident 5,244,475 2,670,022 
Ohio Casualty 44,352,674 21,402,248 
OQNid Farmers .............c0cere00 8,512,223 4,925,392 
Ohio Farmers Indemnity 8,512,223 4,925,392 
Ohio 726,070 370,592 
Ohio Security  .........cc0e 215,979 108,814 
Old Colony ....... 4,452,374 2,624,394 
Old Republic ... 1,106,781 610,853 

Olympic, Cal. ..... 6,873,615 850, 
Oregon Automobile . 4,737,531 2,589,632 
Pacific Automobile 4,999,564 2,699,864 
Pacific Employers . 5,577,737 2,883,514 
Pacific Indemnity . 19,087,768 11,239,127 
Pacific Natl. Fire ... 3,570,838 1,366,944 
Pacific of New York . 5,097,556 2,984,962 
Pan American F.&C. a 955,794 
Pan AMETICAN ......cccceceeeeeee 813,068 
Pearl 1,845,307 
PIE « cnsansiovcrnmhnicnerion 7,060,887 
Pennsylvania Fire 1,955,443 
Pennsylvania Genl. 2,835,510 
Pa. Mfrs. Assn. Cas. 5,055,182 2,862,045 
Phoenix, Conn. ..... 15,829,143 11,941,173 
Phoenix of N.Y. 8,429,494 5,330,431 
Pioneer Casualty 1,019,742 557,396 
Planet .... 3,691,330 2,258,766 
Potomac ... 16,004,422 9,829,779 
Preferred, ich. ... 3,987,852 2,232,006 
Preferred Fire; Kan. 431,697 206,441 
Preferred Risk ..... 449,290 228,320 
ne 5,153,543 3,003,555 
Progressive Casualty 477,160 232,880 
Protective Casualty 1,782,729 990,046 
Protective F.&C. 267,493 175,718 
Provident, Wash. . 5,688,060 3,649,191 
Public Natl., Fla. 2,025,443 1,342,943 
Quaker City 329,482 197,195 
Queen. ........0020. 13,165,642 8,627,672 
Queen City . 1,581,340 902,102 
Reins. Corp of 849,100 430,956 
Reliable 407,466 261,972 
Reliance ...... 6,399,958 
Reliance Mar 35,413 
Republic Indem., Cal. .... 1,402,944 536,305 
Republic Indem., O. . 1,371,735 766,107 
Reserve, Ill. .... 4,162,575 2,023,792 
Resolute .......+.-. 10,794,880 5,841,704 
Riverside, Ark. ........ 945,896 35,299 
Rochester American 968,225 566,789 
) | Spee Ea RE SERIE Ie 10,145,287 6,648,381 
Royal Indemnity .... 14,017,534 9,185,934 
Royal Standard, Ark. Zz 24 
Safeco 26,900,358 13,237,191 
Safeguard 5,323,058 3,007,856 
St. Louis F. 1,873,614 979,228 
St. Paul F.&M. . 40,398 ,62! 23,235,171 
St. Paul Mercury 5,771,231 3,319,310 
San Jacinto ........... 16, 9,312 
Scottish Union 657,411 353,365 
Seaboard F.&M. 365,563 172,389 
SOCIO  crsccctcicinnss 930,828 1,550,716 
Security, W. Va. a 99,467 46,061 
Security General, S. D. .. 569,875 295,896 
Security General, Tex. .... 119,016 58,546 
Security Natl., . Dallas 123,970 113,345 
Security of New Haven .... 2,848,481 1,543,914 

Selected Risks, N. J. .... 8,341,218 . 
Selective, O. ... 1,915,917 1,576,572 
Selective Fire 1,317 2,802 
DOGEERD « <cscsscent 1,181,791 615,643 
Service Casualty 10,780,70 5,917,377 
Service Fire  ........« 30,844,995 17,978,561 
Shamrock Casualty . 1,480,708 1,091,011 

South Carolina ........ 1,159,712 638, 
Southeastern Fire 3,073,342 1,712,490 
Southern, Texas  .......00 1,753,560 1,008,532 
Southern Farm Bur. Cas. 17,397,771 9,908,803 
Southern F.&C. oe 1,839, 1,073,490 
Southern General . 1,606, 1,259,025 
Southern Guaranty 361,017 231,373 
So. Home, S. C. . 1,983,906 1,164,106 

South State ... 514,185 274, 
Southern Ind. ....... 486,484 802,161 





(CONTINUED ON 








1958 ——__ 
Incr. or 
Loss Decr. in 
Ratio Prems. 
% $s 
71.4 ——— 
23.8 74,554 
34.8 —6,317 
53.0 os 
61.0 
55.7 a 
62.1 —1,362,819 
69.8 257,001 
76.2 370,786 
58.9 1,418,571 
50.0 1,026,660 
39.2 —10,700,006 
31.6 —_ 
47.2 231,457 
56.0 118,220 
57.5 V7, 758 
38.8 ——_— 
60.5 1,697,459 
60.6 334,519 
91.7 ———— 
65.9 —306,009 
65.6 218,616 
57.9 161,429 
67.0 33,801 
65.2 7,172,911 
47.1 688,266 
55.5 —132,442 
61.1 71,618 
54.4 183,757 
51.6 —411,647 
52.6 —189,627 
69.9 1,851,786 
59.0 807,155 
49.6 138,431 
67.3 —109, 
61.0 557,781 
72.8 —--——— 
52.7 117,785 
57.1 436,732 
54.0 57,674 
58.1 920,519 
50.6 463,930 
69.4 165,991 
49.6 —2,710,997 
48.3 4,986,499 
57.9 —390,446 
57.9 —390,447 
51.0 187,070 
50.2 128,979 
58.9 400,012 
55.4 —457,808 
56.0 2,745,699 
54.5 111,069 
53.9 1,142,768 
51.7 —670,689 
59.0 2,503,717 
38.1 2,026,235 
58.5 822,285 
56.2 —222,110 
57.2 —49,080 
68.9 606,460 
73.1 3,155,044 
59.1 1,221,786 
61.3 1,556,865 
56.6 261,950 
75.2 4,184,793 
63.3 —179,249 
55.1 89,742 
61.0 255,136 
61.4 2,930,792 
56.0 —2,124,771 
47.8 95,697 
50.8 167,290 
58.2 —231,457 
48.6 — 
55.6 —270,388 
65.6 78,493 
64.1 —131,903 
66.3 —797,636 
59.9 —103,518 
65.9 554,698 
57.1 459,812 
50.7 —56,176 
64.0 309,466 
59.2 —148,071 
55.3 27,011 
38.3 —70,327 
55.9 48,324 
48.6 —448,033 
54.6 —1,415,350 
67.2 —181,552 
58.5 41,225 
65.7 427,443 
65.5 590,590 
12.2 ee 
49.1 5,737,538 
56.4 515,857 
52.3 267,614 
57.5 3,834,777 
57.3 547,825 
55.4 ,854 
53.7 10,411 
47.1 —14,437 
166.8 —745,877 
46.3 —111,533 
51.8 54,875 
49.1 
91.9 34,970 
54.2 599 
49.0 1,081,060 
82.2 —356,844 
213.8 
52.1 295,791 
55.2 —1,419,738 
58.1 —5,527,729 
73.7 1,442,708 
55.5 79,283 
55.7 
57.1 87,279 
57.2 1,966,831 
58.4 172,676 
78.0 126,215 
64.0 254,017 
58.6 406,259 
53.3 ——_ 
165.1 —583,701 
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BI PDL PHD 
Earned Earned Earned 
Prems. Prems. Prems. 
$ $ $ 
-———000 Omitted —___. 
— — 679 
82 40 224 
a —.- 6 
1 
813 654 28 
— — 731 
2,135 1,089 1,013 
1,669 723 1,006 
eee — 4 
446 412 452 
3,015 1,549 3,695 
574 260 1,114 
320 143 3,388 
71 33 42 
1,550 868 828 
— 813 
4,405 1,948 3,275 
— 29 
4,354 2,077 4,004 
544 259 500 
14 7 7 
15,884 7,128 4,590 
2,756 1,189 1,243 
456 198 526 
318 200 594 . 
4,918 2,086 4,250 
3,902 2,185 2,533 
oem —- 1,553 
—- — 624 
— —— 1,659 
375 167 361 
— 3,065 
4,842 1,298 964 
891 432 1,393 
1,454 898 1,637 
199 91 972 
3,792 1,470 6,882 
anenes — 51 
—- a 2,759 
1,820 811 2,077 
— — 518 
5,691 2,551 3 
onntent —— 4,037 
660 239 380 
2,626 1,117 1,499 
19,361 10,782 14,208 
3,751 1,957 2,803 
3,751 1,957 2,803 
334 160 230 
52 41 122 
1,974 856 1,621 
413 256 436 
588 357 5,926 
2,000 1,185 1,552 
2,338 1,081 1,579 
2,767 1,267 1,543 
9,004 4,335 5,747 
1,410 703 1,457 
975 441 3,680 
718 406 581 
583 315 526 
553 198 1,923 
5,537 1,949 2,176 
1,085 527 1,696 
2,493 1,075 1,046 
2,444 1,554 1,055 
6,105 466 7,257 
4,309 2,018 2,1lUuL 
555 382 81 
2,403 673 614 
8,645 3,729 3,628 
1,324 869 1,793 
113 47 270 
174 91 183 
— ss 5,153 
22 a 454 
— oe 1,782 
79 61 126 
2,754 1,262 1,670 
1,278 652 94 
aun — 329 
6,992 3,017 3,155 
632 314 634 
35 5 807 
165 69 171 
3,652 1,685 5,521 
—— —— 64 
578 311 5i2 
499 365 507 
288 142 3,731 
oa 392 10,402 
278 161 505 
399 169 398 
5,388 2,325 2,431 
7,445 3,212 3,359 
saa os 1 
12,330 5,189 9,380 
2 1,156 1,526 
ad — 1,873 
16,658 8,255 15,484 
2,379 1,179 2,212 
—- —_ 16 
a —— 657 
oe 365 
342 223 365 
6 4 838 
189 112 267 
41 26 51 
41 25 57 
781 318 1,748 
4,097 2,199 2,044 
919 525 471 
— —_ 1 
559 231 391 
— _-_— 10,780 
— — 30,844 
1,220 244 15 
14 7 1,137 
56 34 2,982 
— — 1,753 
7,459 3,385 553 
770 422 646 
718 363 525 
144 84 131 
785 544 654 
— 514 — 
266 123 96 
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FieNATIONAL UNDERWRITER 


Better Underwriting, Rating, Will 
Be Salvation Of Agency Companies 


By JOHN F. HARRIS 


It is becoming increasingly apparent 
that the stock agency companies, in 
their efforts to 
reduce the expense 
of handling auto- 
mobile insurance 
and meet the wish- 
es of their agency 
representa- 
tives, have stream- 
lined their under- 
writing at the ex- 
pense of their loss 
ratios. As a result, 
they now f*ind 
themselves suffer- 
ing severe under- 
writing losses at the time when their 
cut-rate competitors are doing well. 

One can only conclude that both 
stock agency companies and their re- 
presentatives must reconcile them- 
selves to added expense and effort in 
both the initial and renewal under- 
writing of automobile insurance, if 
they are to repel the attacks of the 
direct writers and regain their place 
in the market. 

On many previous occasions it has 
been pcinted out that to meet the 
inroads of the direct writers and the 
specialty companies, the stock agency 
writers must reduce the price differ- 
ential currently existing in many 
areas. It has become quite evident that 
large segments of the population have 
become unwilling to pay the price for 
the additional service which the stock 
agency companies offer. Obviously, 
there are only two ways for the stock 
agency companies to bring their price 
closer to that of the direct writers: 

1. By reducing the expense part of 
the premium dollar, thereby increasing 
the allowance for losses and loss ex- 
pense in the rates, and 

2. By minimizing the underwriting 
selection which currently _ exists 
against them. 

The following figures for the latest 
available calendar year, 1957, are very 
enlightening in analyzing how best to 
make this correction: 
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Bureau 
Company Company Com- 
A B panies 
Commission & 
Brokerage 6.6% 5.1% 21.0% 
Other Production 9.4% 7.0% 4.6% 
(Total Production 
cost) (16.0%) (12.1%) (25.6%) 
Total Expenses 35.3% 33.8% 46.0% 
Losses 48.1% 49.4% 69.3% 
Total 83.4% 83.2% 115.3% 


Companies A and B are the two 
largest direct writers and the per- 
centages are all related to the National 
Bureau rate level. It is apparent that 
insofar as the expense side of the 
dollar is concerned, the difference is 
almost entirely in production cost and 


since 1957 the rate filings generallyeau and National Automobile Under- 


have provided 5% less for such ex- 
pense. This was a very material 
achievement since it represents a 
reduction in premium to the average 
policyholder of more than 8%, which 
should bring the price of the type of 
companies that much closer together. 
Obviously, we should continue to make 
every effort to reduce expenses, there- 
by increasing the loss allowance by 


every device commensurate’ with 
sound underwriting, but we must 
make absolutely certain that in so 


doing we are not sacrificing in any 
degree our underwriting selection. 


Problem Is Undesirable Risks 


On the other hand, the above figures 
indicate that expense reduction in 
itself is futile. It is imperative that 
immediate steps be taken to correct 
an underwriting program which has 
resulted in actual losses to the bureau 
companies that are 40% greater than 
their more selective competitors. I 
think most automobile underwriters 
will agree that there is no such thing 
as a homogeneous group which may 
be characterized as preferred automo- 
bile risks. On the other hand, almost 
any underwriter given the facts can 
distinguish risks which his company 
would be better off not to insure at 
normal rates and these represent per- 
haps 10% of the risks presented to the 
average company. 

It is this 10% that cut-rate competi- 
tion successfully avoid and the stock 
agency companies are forced to insure, 
either because of other related insur- 
ance or a valuable agency connection. 
Presently added to the woes of the 
tariff companies is the fact that not 
only must they write their share of 
this 10%, but the share of those who 
are more successfully able to avoid it. 


Administration Needs Change 


What, then, is the answer to this 
problem? Obviously, if the stock agen- 
cy companies were successful in avoid- 
ing the 10%, and the business drifted 
into the automobile assigned risk plan 
for distribution to all companies, the 
government would step into the pic- 
ture and take steps to remedy such an 
intolerable situation. It seems, there- 
fore, that there are two things which 
the stock agency companies must do 
and both represent expense and added 
effort for their agents and themselves: 

1. They must use the tools of their 
more successful competitors to get a 
more accurate picture of the risk when 
it is first written and at each renewal. 

2. They must find some method of 
getting a more appropriate rate for the 
risks which they would prefer not to 
write. 

The California plan of National Bur- 
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writers Assn. is a genuine effort to do 
the former by crediting the accident 
and conviction-free risk and debiting 
the risk that has had accidents and 
convictions. The California plan, how- 
ever, will fail miserably unless the 
companies and agents are willing to 
spend the time and effort to administer 
it accurately. The California plan is 
much more complicated and subject 
to greater change than the present 
classification plan. Therefore, the 
present standard of administration 
which is now developing considerable 
misclassification, particularly at re- 
newal, will be entirely inadequate and 
must be greatly improved if the Cal- 
ifornia plan is to accomplish its objec- 
tives. 

One of the finest things in the Cali- 
fornia plan is the requirement of a 
detailed application signed by the 
applicant and certified by the pro- 
ducer. Presently, this is required only 
on business when it is first subject to 
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Mr. Harris is 2nd vice-president of 
Travelers and manager of the auto. 
mobile department. He joined Travye}. 
ers in 1928 in the office manager, 
department at the Hartford branch, 
He was named assistant office map. 
ager at Washington, D. C., in 1929 ang 
joined the home office staff in 1934 a, 
a branch office supervisor. He was 
transferred to the automobile depart. 
ment in 1936 as a supervisor and was 
named a supervising underwriter jp 
1945. He became assistant secre 
of the compensation and liability de. 
partment in 1947, secretary of that 
department of Travelers and assistant 
secretary of Travelers Indemnity, 
Travelers Fire and Charter Oak Fire 
in 1954. He was named 2nd _ vice. 
president of Travelers in 1956. 
the plan but, in the ultimate, it may 
well be necessary to secure the same 
form at each renewal. This is the prac- 
tice of the direct writers and specialty 
companies and, unquestionably, gives 
them better control over classification 
and underwriting and plays a major 
part in the difference in loss ratios, as 
pointed out above. 

We must accept the concept that 
automobile liability insurance—and to 
a lesser degree automobile physical 
damage—with the limits that are 
written today, is a personal line which 
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1958 
—_Total—____, Incr. or BI PDL PHD 
Earned Incurred Loss Decr. in Earned Earned Earned 
Prems. Losses’ Ratio Prems. Prems. Prems. Prems. 
’ = pee oO Se d ’ 
mitted——_, 
Southwest Casualty ........ 266,780 187,459 70.3 —311,220 102 54 109 
Southwestern 984,753 494,717 50.2 ee 20 9 954 
S.W.F.&C., Tex. 1,418,935 896,455 63.6 —62,188 510 332 576 
Southwest Underwriters 25,990 9,488 36.6 md — — 25 
Springfield F.&M. ............ 10,348,970 5,959,050 57.8 1,934,215 4,005 1,740 4,602 
Standard Accident 33,221,987 20,328,907 61.1 2,296,231 21,631 6,062 5,528 
Standard Cas., Tex. 1,278,308 576,989 45.3 —159,2 —_- — 1,278 
Standard Fire of Ala. .... 105,508 55,084 52.3 —_ — 105 
Standard Fire of N. J. .... 1 67,208 67.8 —1,864 —_— — 99 
Standard Marine 675,461 55.7 23,224 487 214 512 
Standard of N. Y. ... 2,649,109 61.8 34,194 2,036 849 1,385 
Standard of Tulsa 1,456,012 60.1 281,500 1,054 522 834 
Star 1,447,630 65.1 —2,016,428 1,167 509 535 
TURD. CORNAL .cccccscseseressceess 237,142 56.8 37, lll 57 248 
State Security, Il. . 7,967 3,636 45.6 3 1 3 
State-Security, Pa. 42,669 18,973 44.4 — — 42 
State-Wide, N. Y. 698,357 300,810 43.0 ——— 493 154 50 
Stuyvesant ............... 5,335,639 3,139,115 58.7 —1,620,827 178 71 5,086 
Suburban Cas., Il 1,834,637 1,035,903 56.3 276,981 836 396 601 
Superior Auto ....... 895,231 497,678 55.6 —— oe —_—- 895 
Sun of London . 4,153,778 2,751,548 66.2 751,291 1,625 621 1,906 
Sun of N. Y. ........ 4,153,778 2,751,548 66.2 751,291 1,625 621 1,906 
Superior, Tex. ... 4,946,149 2,738,746 55.2 101,982 1,758 1,025 2,161 
Surety National . 426,582 283,417 66.4 3,582 131 107 187 
Swiss National 230,128 159,401 69.1 —66,872 98 41 90 
Swiss Reins. ....... 8,685,422 6,065,752 69.8 2,263,294 5,918 1,587 1,179 
pe 5 ne 1,063,179 573,563 54.0 62,179 382 252 427 
Ee 868,454 15, 59.3 —108,546 500 283 84 
Thames & Mersey . 1,548,899 1,015,021 65.6 260 822 354 371 
Town & Country ...... 96,197 67,643 70.4 35 15 44 
Traders & General . 3,558,569 1,992,354 56.0 —293,098 1,358 844 1,355 
Transcontinental ..... 159,378 266,810 167.3 —2,408,837 17 56 25 
Transit Casualty ... 5,796,387 3,021,745 52.1 851,681 4,700 886 210 
Transport, Dallas ..... re 4,018,127 2,610,911 65.1 735,821 2,275 1,154 588 
Transport Indemnity ..... 6,008,990: 3,659,098 60.8 946,478 3,369 1,786 853 
SUIOINOIID:  “acakesisigssechetcscterenconse 78,734,180 58,347,755 74.0 —23,065,853 78,734 — 
Travelers Indemnity ...... 164,213,168 103,178,956 62.8 52,277,310 51,094 53,358 59,759 
Trinity Universal ..... 11,937,994 5,899,911 49.5 1,498,072 4,897 2,598 4,441 
i, 1,919,027 945,645 49.4 —584,281 778 480 659 
Twin City Fire ..... 11,204 68,27: 54.0 204 — es 311 
Twin States, N. C. .......... 1,608,977 1,018,246 63.1 —226,918 —_—. ~— 1,608 
Underwriters, Chicago .. 93,165 43,827 47.0 —27,835 — 93 — 
Union of America ............ 89,779 58,110 64.8 — — 89 
Union Reinsurance . 85, 56,707 66.4 —34,53 43 17 24 
United Benefit Fire 912,551 572,039 62.7 191,551 408 184 320 
United F.&C., Ia. ..... 2,377,981 1,118,087 46.8 1,477 907 568 901 
United Pacific ..... 9,492,695 5,069,202 53.2 144,053 4,158 2,193 3,140 
United Public 1,547,609 993, 64.5 945,609 504 279 763 
United Security 4,635,070 3,103,624 66.9 74 39 4,521 
9 64.8 —72,095 7,328 2,977 1,863 
58.8 966,072 3,951 1,758 4,589 
58.8 26,093,899 51,049 24,110 28,833 
53.5 —366,133 14 42 718 
77 8 60.3 — — 577 
Universal Underwriters 4,581,623 2,306,178 50.2 26,924 1,292 643 2,645 
Utah Home Fire ................ 685,9: 407,811 59.4 166,956 210 111 363 
Utilities, St. Louis 1,118,977 576,780 51.9 147,977 597 292 229 
Valley Forge ....... 5,629,948 3,549,9: 63.0 1,012,113 1,078 2,995 1,556 
Vanguard ........... 2,546,122 1,353,611 53.1 402 908 519 1,118 
Vernon F.&C. 572,351 169,216 29.6 58,351 340 231 —_— 
Vigilant ............ 1,350,421 792,511 58.6 152,392 552 188 609 
Virginia F.&M. 776,121 507,942 65.3 —707,518 409 178 187 
Virginia Surety . 1,019,078 62.4 144,928 813 431 381 
Wabash F.&C. ... 1,275,526 50.0 1,352,307 1,093 549 900 
Washington F&M. . 79,228 52.4 267,614 — a 1,873 
West American 625,340 45.3 871,874 642 307 440 
tchest 2,999,922 57.4 474,837 1,984 881 2,337 
Western Alliance 477, 59.4 121,974 321 221 260 
Western Casualty 7,734,156 54.8 793,990 9,076 5,058 —- 
Western Fire ......cccccccsseseen 5,587,290 53.1 799,121 817 359 ©=—--9,378 
Western Fire & Indem. 593,149 672 39.3 30,149 187 125 279 
Western Stand. Indem. .. ; 208,358 85.3 78 58 107 
West Pioneer, Cal 49.1 246,846 622 314 498 
Wolverine 47.0 481,876 3,525 2,389 6,279 
World F.&M. 61.9 17,045 1,018 424 692 
Worth., Ft. Worth 55.6 18,934 31 24 $9 
Yorkshire 72.2 —%6,417 2,186 916 690 
ERT ENR 60.7 2,789,482 16,882 7,395 6,024 
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should be underwritten like other 
personal lines, such as accident insur- 
ance, on the basis of the individuals 
involved and not a property line to be 
rated as a physical exposure. Property 
insurance normally represents tangible 
operations and is subject to perform- 
ance and demonstration. 


Renewal Underwriting Significant 


It is a misconception to think of 
modern automobile liability insurance 
as insuring a car—it actually insures 
the individuals resident in insured’s 
household while driving practically 
any automobile. Such a group of oper- 
ators must be underwritten carefully 
and individually with a full knowledge 
of the facts essential for rating and 
underwriting, which can be accurately 
obtained only from insured and over 
his certified signature. It also cannot 
be overlooked that the operators with- 
in such a group will be subject to con- 
stant change both as regards classifi- 
cation and insurability; therefore, re- 
newal underwriting has great signifi- 
cance. 

Stock agency companies have been 
willing to bind automobile exposures 
which run into the hundreds of thou- 
sands of dollars over the telephone on 
scratch memos, to issue such policies 
with a minimum of knowledge of the 
risk and to renew them automatically 
with little up-to-date information oth- 
er than the type of automobile that is 
being insured. It is inconceivable that 
the stock agency companies can do a 
comparable underwriting job to the 
direct writers when the disparity of 
information obtained is so vast. Ob- 
viously, our price level can never be 
the same as the direct writers’ because 
of the difference which will always 
exist in the production cost. But it is 
unbelievable that the stock agency 
companies will continue to let their 
automobile business and other person- 
al lines drift off the books because of 
a price differential created principally 
by failure to use the most elementary 
tools of the direct writer and secure 
adequate and accurate underwriting 
information on new or renewal busi- 
ness because of the expense involved 
to themselves and their agents. 


More Effort, Expense Necessary 


Many stock agency companies feel 
that to maintain their place within an 
agency they dare impose no more than 
a minimum of restrictions and under- 
writing requirements on the theory 
that the agent will give his business 
to whichever company asks him to do 
the least. Such a philosophy of under- 
writing will gradually force the stock 
agency companies into the position of 
being the lowest common denominator 
and, ultimately, they will have nothing 
but the worst type of automobile busi- 
ness as the price differential expands 
rather than contracts. 


Companies, Agents Must Concur 


Unless the stock agency companies 
and their agents join hands and con- 
cur in the concept that we cannot re- 
duce the price differential between 
ourselves and the direct writers to the 
level which will enable us to obtain 
and regain our share of the automobile 
insurance market without obtaining 
accurate and complete underwriting 
information on new business and re- 
newals, and using it intelligently, they 
are on the high road out of the automo- 
bile business and, ultimately, the other 
personal lines. 

Better underwriting and _ rating 
methods are the obvious salvation of 
the stock agency companies, but such 
transition cannot be accomplished ef- 
fectively without added expense to and 
effort by both company and agent. 


F2NATIONAL UNDERWRITER 


By ROY H. MacBEAN 


When I was asked to prepare a short 
article on the subject, “An Agent An- 
alyzes His Own 
Auto Insurance 
Business,” it set 
me to. analyzing 
our own agency 
operations even 
more closely than 
I had done there- 
tofore. I can, there- 
fore, say to all 
readers of this ar- 
ticle that one good 
way to get an even 
better insight into 
your own agency 
operations is to agree, perhaps in a 
weak moment, to take part in a panel 
discussion or perhaps write an article 
on some subject in connection with your 
own insurance business. 

I think it is important that all 
agents today consider the relative 
importance of automobile insurance to 
their entire volume of business and in 
this particular case my first analysis 
revealed that 46% of all premium 
bearing items handled in our agency 
during 1958 were those concerned 
with automobile insurance. A closer 
breakdown revealed that this 46% 
was made up as follows: 

—New and renewal policies, 25%. 

—Endorsements, 5%. 

—Cancellations, 3%. 

—Audits and installments, 3%. 

From this you can easily see that at 
least in so far as our agency is con- 
cerned, automobile insurance is a very 
important line. 


Breakdown Of Lines 


Another analysis that I made was 
important because, whereas the first 
analysis had indicated a comparison 
of the importance of automobile in- 
surance as a percentage of total pre- 
mium bearing items, a second analysis 
determined what percentage various 
lines of business amounted to in pre- 
miums. This was: 

—Automobile insurance of all kinds 
was 48% of our total volume. 

—Workmen’s compensation 
17%. 

—Fire and allied lines was 13%. 

—Homeowners was 7%. 

—General liability was 6%. 

—-Marine insurance was 3%. 

—Life, A&S and group was 3%. 

—Burglary was 1%. 

—Bonds were 1%. 

—All others were 1%. 

In the “all others” categories we 
find lines such as glass, boiler, ma- 
chinery, rain and hail, etc. 

In addition to the analyses of the 
importance of automobile insurance 
both on the basis of number of items 
and on the basis of percentage of pre- 
mium volume to total business done, 
I thought it would be important, now 
that there are so many important per- 
sons in the industry emphasizing the 
need to concentrate premiums in a 
few companies, to analyze the per- 
centage of our business that is given 
to different companies. I found that 
our major company group received 
80% of our entire volume of all in- 
surance premiums. I found the second 
largest company received only 5% of 
all premiums; and the third and fourth 
companies each received only 4%. The 
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fifth company, which was a specialty 
company handling only our marine in- 
surance, received 3%. All other com- 
panies together received only 4%. This 
leads me to believe that there is little, 
if any, need for the “all other compan- 
ies.” 

Our major company is one of the 
oldest and largest multiple line groups 
and handles all forms of coverage in- 
cluding life, A&S, group and all forms 
of fire, marine, casualty and surety. 
Our second group is a non-bureau, 
relatively small company writing 
principally automobile and homeown- 
ers, and writing the automobile at de- 
viated rates but with standard, full 





Mr. MacBean entered insurance in 
1938 when he joined North America. 
He was a member of its first training 
class for special agents and served in 
the Philadelphia area as a special 
agent in 1939. Transferred to Newark 
at the beginning of 1940, he remained 
until 1945. He left to enter partnership 
with Edward L. and Kathleen M. Hed- 
enberg in a local agency in Cranford. 
The agency is now incorporated as 
Hedenberg-MacBean Agency. Mr. 
MacBean is president and treasurer. 

He is president of Cranford Savings 
& Loan Assn. He is past president of 
Cranford Business Assn., of Union 
County Assn. of Insurance Agents, and 
of New Jersey Assn. of Insurance 
Agents. He is presently state national 
director of the New Jersey association. 
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commission payable to the agency 

even though, of course, the rates and 

premiums are deviations from bureau 

rates. One of the two companies re- 

ceiving 4% of our total volume is a 

very large, multiple line, independent 

company and a company that is not 

only progressive, but also one that, 

unfortunately, as respects. certain 

types of business, has made a prac- 

tice of reducing the commission paid 

to agents on many of the special poli- 

cies they have pioneered. True, they 

do this in their opinion, “in the pub- 

lic interest,” but it seems very hard 

for agents like myself to realize that. 
it is truly in the public interest when 

their deviation from standard rates, 
minus the reduced commission from 

the agent, enables them to retain more 
of the resulting net premium for them- 
selves than is retained by most of 
the other standard companies charg- 
ing standard rates. 


Confined To Fire, Allied Lines 


Our other company receiving 4% 
of our premium volume is another 
large, multiple line company that does 
not have any life facilities, and in this 
company we confine our writings to 
fire and allied lines. As a matter of 
fact, in the company previously men- 
tioned, which makes a practice of re- 
ducing the agent’s commission on 
many of their offerings, we also limit 
our writings to fire and allied lines, 

(CONTINUED ON NEXT PAGE) 
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even to the exclusion of homeowners. 

Obviously we realize now, after 
making these analyses, that we 
should, and we are going to, take steps 
to eliminate a rather too large num- 
ber of companies that make up the re- 
maining 4% of our volume. Some of 
these companies receive less than $2,- 
000 per year in annual premiums, 
which of course means that our ac- 
count is worth nothing to them and 
the extra bookkeeping that we do for 
them, the accounts currents, etc., is 
certainly costing us dearly. 

I think it is very important in con- 
nection with automobile insurance un- 
der today’s conditions, that the insur- 
ance companies analyze the various 
agents from whom they are receiving 
business. I believe they should analyze 
them on the following bases: 

1. Is this agency giving our business 
good local underwriting, including the 
use of a signed, detailed application 
on new auto business? 

2. Is this agency giving us complete 
claim cooperation, prompt reporting, 
and also claim assistance on all cases 
where necessary and where practica- 
ble? 

3. Is this agency submitting only its 
own business and giving us no broker- 
age business—unless, of course, the 
agency notifies us in advance that the 
business is brokerage, gives the source 
of it, and allows us to be the sole 
judge as to whether or not this busi- 
ness is accepted and placed? 

4. Is this agency completely loyal 
to our company? This is especially im- 
portant in these trying days for com- 
panies and agents alike because a 
company wants to know that its agen- 
cies are loyal and not those who 
wouid make a practice of pitting com- 
pany against company in order to get 
risks written at any cost. Also, a com- 
pany wants to feel that the agents 
are sufficiently loyal so that they are 
not going to drop the company or 
seriously curtail its volume solely in 
order to receive an increased commis- 
sion from another company. 


Should Sell High Limits 


On the other side of the scale, I 
think it most important for all stock 
company agents to consider the fol- 
lowing aspects of their relationships 
with their companies: 

1. Is my company giving me con- 
sistent and stable or level underwrit- 
ing of all types of risks with very few, 
if any, scare underwriting restrictions? 

2. Is my company rendering prompt, 
efficient and fair claims handling? 

3. Does my company recognize the 
agent’s place in the system of distribu- 
tion, and is it paying me according to 
what I actually perform in the way of 
services and results. Is this remuner- 
ation based on commissions and profit 
sharing or contingent contract? 

4. Is my company’s attitude one that 
truly believes it is in the insurance 
business as a public service and not 
only for a profit at all costs? 

I believe that agents must definitely 
sell more and more commercial auto 
and fleet coverages. They should also 
sell high limits and make certain that 
wherever eligible they sell compre- 
hensive auto and general liability in- 
surance combined. I also believe that 
they must sell a diversity of risks. For 
example, any representative, fairly 
large writer of automobile insurance 
(and I would include any agent who 
wrote more than $100,000 of coverage 
in this category) should certainly have 
some risks in the following classifica- 
tions: 

‘ A. Local, 
haul trucking. 
B. Taxis, public livery and buses. 

C. Contractors—heavy equipment. 


intermediate and long 
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D. Municipalities and public risks. 

E. Auto dealers, garages and service 
stations. 

I believe that agents should be pre- 
pared to show the public that basic 
rates now in effect in 1959 are in 
many cases lower than those rates 
that were used to insure similar ve- 
hicles in 1939. For example, in New 
Jersey, almost universally and in all 
rating territories, the following class- 
es of risks are now reduced from the 
rates that were charged 20 years ago. 

1. Class 1A private passenger ve- 
hicles. 

2. Hired car rates, both private pas- 
senger and commercial. 

3. Non-ownership liability rates. 

4. Garage and dealers liability rates. 

If this comparison is made, it will 
undoubtedly be true in many other 
states. True, 20 years ago there was 
only one rating class for all private 
passenger cars—the classification 
known as W, X and Y. It is also true 
that on garages and dealers there was 
only one BI and one PDL rate classi- 
fication. However, when you compare 
it with the methods used today, you 
will find that in most cases all of the 
above mentioned types of coverages 
are now reduced as to basic rates 
compared with the rates in effect 20 
years ago. Naturally, one of the things 
that makes the total cost of insurance 
higher today is the fact that more 
and more agents are selling higher 
and higher limits, and we are selling 
coverages which did not exist 20 
years ago, such as medical payments, 
weekly indemnity, total disability, etc. 


New Rating Plan Needed 


Agents must realize that they can 
never compete with direct writers on a 
price alone basis. They can only com- 
pete with knowledge, service and 
stamina—not only stamina to go out 
and prospect and get and write busi- 
ness, but also to keep business written 
and on the books regardless of the ac- 
companying trials and tribulations. I 
also believe that adequate rates are al- 
ways going to be necessary, not only 
in the automobile business, but in all 
lines. It is driven home more clearly 
in automobile business because of the 
greater volume and the fact that in- 
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Rating Drivers May Be Necessary, 
Realistic AR Rates Certainly Are 


Scott McIntyre, president of United 
Fire & Casualty, was asked to com- 
ment on the automobile situation. He 
states: 


I definitely feel that the automo- 
bile insurance picture needs several 
things which should be thrashed out 
in public debate. 

1. I believe we should give serious 
thought to the idea of rating the indi- 
vidual driver. I think each driver 
should be required to carry individual 
third party liability insurance which 
should be excess insurance to the pri- 
mary limits carried on the vehicle by 
the owner of the vehicle. Within the 
next three or four years a large num- 
ber of new drivers will arrive, the 
product of the post war baby boom. 
As of now the only solution our in- 
dustry has for the teen-age driver is to 
place him in the assigned risk plan. 

If we rated the driver, instead of 
the vehicle, there would be a number 
of people interested in his driving 
habits. The youngster himself would 
then know his skill would be recog- 
nized in the rate he paid. The owner 
of the vehicle would be required to 
carry primary coverage and would 
be liable for any excess judgments due 
to the inadequate coverage of the 
driver, thus the owner would be 
checking on the driving habits. A true 
rate level could be ascertained for 
each classification and age group, 
which would take the heat off the 
regulatory authorities. It is the driver, 
and not the average vehicle, which 





adequate rates show up more rapidly 
in automobile insurance than in almost 
any other form of coverage. 

These observations are personal and 
represent only the opinions of the au- 
thor and his analysis of his own agen- 
cy, which in 1958 produced $265,000 
of automobile premiums with a ratio 
of paid and incurred losses of less 
than 40 on BI and PHD and less than 
55 on PDL. 





Auto Experience In 1958 Of 
Reciprocal And Lloyds Insurers 







































1958 — 
Total Incr. or BI PDL PHD 
Earned Incurred Loss Decr. in Earned Earned Earned 
Prems. Losses Ratio Prems. Prems. Prems. Prems. 
$ $ % $ $ $ $ 
-———000 Omitted———_, 
BGO SD, BID... ncccecscevsssesnss 5,485,210 3,033,791 55.4 686,890 2,690 8 
Auto Club, So. Cal. .. 85,968,597 18,139,496 50.4 9,399,520 10,337 8,265 17,366 
Auto Exch., Cal. .... 183,477 71,598 39.0 —3,015 —— —— 183 
Cal. State Auto ...... 24,782,862 12,784,502 51.4 4,932,894 12,728 4,270 7,784 
Carriers Ex., Ia. .. 1,234,131 868,710 70.5 260,502 712 375 145 
Cas. Recip Ex. .......... 2,830,418 1,693,257 59.7 —661,116 1,748 650 431 
Chicago Motor Clu 10,585,344 6,376,657 60.6 796,975 4,828 1,853 3,903 
Comml. Unds., Mich. 437,179 351,420 80.2 —43,076 192 120 124 
Consolidated Unds. 3,298,470 1,788,271 54.2 139,316 1,611 633 1,052 
Detroit Auto Club ............ 38,161,170 23,946,325 62.8 2,811,452 11,283 7,369 19,507 
Erie Exchange .......... 9,128,442 5,207,325 57.1 1,318,441 3,976 2,251 2,900 
Farmers Auto, IIl. .. 5,221,624 2,330,461 44.6 201,827 2,192 993 2,035 
Farmers Exch. .......... 109,584,824 65,078,806 59.6 17,314,779 47,350 21,113 41,121 
Gov’t Serv., Tex. .... 450,935 274,056 61.0 78,634 167 115 1 
Internat’! Lloyds ...... 108,522 44,938 41.5 9,522 —8 43 73 
Lake Shore, O. ....... 12,809 —3,400 oa —128,364 _ = oe 12 
Lloyds, N. M. ............ 245,490 124,707 50.6 —53,348 — — 245 
London Lloyds, Ill. 2,748,963 1,902,231 69.3 1,531,510 1,446 423 879 
London Lloyds, Ky. 319,535 217,102 68.0 24,628 64 16 238 
Mfrs. & Whslirs. Ind. 1,067,251 537,682 50.5 28,457 445 249 371 
Md. Ind. & Fire Ex. 615,214 472,130 176.4 196,295 362 227 25 
Mayflower, Wash. .... 1,541,033 825,076 53.5 —229,387 705 442 392 
Motor Club, Neb. ....... 641,936 394,245 61.5 89, 214 139 287 
Nat’!. Undwrs., Mo. ............ 229,716 162,594 70.8 16,923 79 66 83 
Old Line Auto, Ind. ........ 334,828 324,560 97.0 —14,047 134 114 86 
Prairie State Farmers .... 174,717 81,722 46.9 —65,477 66 37 71 
Pref. Ex., Wash. ............... 1,539,283 942,917 61.5 242,060 519 332 687 
Rural Exchange, IIL. ........ 1,516,712 639,161 42.2 523,969 1,040 376 100 
South Texas Lloyds 2,333,638 1,068,738 44.9 —181,368 — —_—- 2,333 
Southern Lloyds .. 108,522 44,938 41.5 9,522 —8 43 73 
Southern States, V 923 13,883 53.4 — —. 25 
Southland Lloyds . 108,522 44,938 41.5 9,522 73 
State Auto, Ind. ..... 14,223,621 9,086,721 63.9 1,141,586 5,516 3,462 5,245 
Teachers Assn. ....... 393,872 191,652 48.4 3,872 15 68 17 
Temperance Exchg. 733,824 3,753 74.1 407,088 166 257 
Truck Exchange  ...........0 24,397,381 15,120,131 61.4 3,503,992 11,268 6,364 6,764 
Twentieth Century Ex. .. 102,101 48,565 48.0 45 24 
Union Auto Indem. Assn. 3,537,704 1,727,419 48.4 443,784 1,433 7717 1 
United Serv. Auto . .. 36,263,680 17,612,794 48.6 5,315,812 14,132 6,203 15,928 
Univ. Auto, Ind. 807, 52.3 —203,458 599 
Univ. Unds., Mo. 1,416,135 38.4 —876,947 —— —— 3,677 
Vehicle Exchg. ..... 1,1 32.6 a a 3 





creates the third party liability claim, 
Therefore, why not require the drive, 
to afford the public protection from 
the driver’s actions? 

2. I think we need an assigned risk 
plan under which the loss experience, 
adjustment costs, administrative ex. 
penses, taxes, agents’ commissions, 
and a reasonable profit are used as g 
basis for the rate. Let this operate as 
a separate department, with the com. 
panies in each state, or a group of 
states, guaranteeing the solvency of the 
fund, but give a mandate to the man. 
ager that he must keep his fund gol- 
vent. This would develop a_ proper 
rate for this class of business, and the 
companies’ desire for business would 
continually siphon off the borderline 
risks which, perhaps, should not be 
in the plan. 

3. We need more flexible rates and 
rating classifications. 

4. The insurance companies should 
have the guts to tell the public about 
the collapsible nature of the modern 
automobile, and its expensive designs 
made for the purpose of selling parts 
and high cost repairs, as contrasted 
with the safety features of old fash- 
ioned running boards, axles, radius 
rods, detachable fenders, etc. 

5. We need some disclosure in law- 
suits of the amount of fees attorneys 
are charging in the court action. 

6. Two years ago we stated that in 
addition to an adequate rate, the oth- 
er main factor was the source of busi- 
ness, namely the agent. We are now 
more convinced than ever that there 
must be a constant review of agents, 
and an upgrading in quality. 


Superior Work Can Mean Survival 


7. Actually, I wonder if we are go- 
ing to have to start looking to other 
fields besides the area of rating to 
find the solution to the automobile 
problems. While an adequate rate is 
basic to the better insurers staying in 
the automobile business, the events of 
the last two years prove that it is the 
insurance departments and not the in- 
surance business that control rates in 
the automobile field and that our 
rates are based on political considera- 
tions rather than the standards set 
out in the rating laws. It is going to 
take a major change in the rating au- 
thority of state insurance departments 
to remove politics from the automo- 
bile rates. 

Therefore, it seems that the im- 
mediate solution to the automobile 
problems lie in each company trying 
to do a better job of underwriting and 
claim handling. It seems that the 
only companies that are going to be 
able to survive are those that work a 
relatively small area thoroughly, so 
that they know the territory they are 
underwriting and can really do a job 
of selective underwriting and have a 
claim organization set up in that ter- 
ritory so that they can handle the 
claims quickly and efficiently before 
they get into the hands of the attor- 
neys and the contingent fee racket. On 
the assumption that we are going to 
have to work with an inadequate rate 
level for a number of years to come, 
the only way to survive is to do a su- 
perior job. Among other things, I feel 
that this means that the medium and 
small sized companies will have to 
forego the luxury of far-flung opera- 
tions and concentrate on doing a good 
job at home. 
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Editorial Comment 


A Short Course In Several Laws 


The law of large numbers is known 
to practically everyone in the busi- 
ness from company president to neo- 
phyte. Other unwritten laws are of al- 
most equal importance in their effect 
on the conduct of insurance enter- 
prises. 

There is, for example, the law of 
committees. A committee is virtually 
unique among living organisms—it 
can reproduce without mating. Create 
a committee and it will instantly bring 
forth a subcommittee. The latter in 
turn will father a task force which 
hands the torch on to a junior task 
force. This process often goes on in- 
definitely downward until a level is 
reached where an individual member 
of the lowest group in the hierarchy 
displays the willingness to do some 
work. 

If his efforts are successful, credit 
for the accomplishment passes back up 
the line to the original top committee. 
If he goofs, he and his minor group 
are permitted the privilege of taking 
the blame. After all, the top committee 
was set up for high level considera- 
tions. 

Another interesting statute in the 
business is the law of pamphlets. 
Where there is a vexing problem, the 
business often believes a pamphlet 
will contribute materially to a solu- 
tion. For example, a company faces 
the problem of indoctrinating a new 
employe. He is handed a pamphlet— 
in larger enterprises a brochure— 
which is the company’s impersonal 
way of shaking hands with him. The 
pamphlet dramatizes the company 
cafeteria, the bowling team, other 
sports activities, employe benefits, and 
many jolly aspects of company con- 
ditions. Work is sometimes mentioned. 

There is nothing wrong with this 
procedure, provided the company does 
not stop there. A pamphlet cannot sell 
an idea. It can only make promises. 

The new employe, pamphlet in 
hand, is assigned to a department. 
There he is thrown in with older em- 
ployes, some of them disgruntled and 
eager to tell the world—especially a 
new man—all about their grievances. 
The neophyte then gets a distorted 
indoctrination from veterans on whom 
the company has not seen fit to lavish 
continuing employe relations. Some of 
them would be mavericks under any 
set of conditions. But many are mere- 
ly misinformed because they are cut 
off from communications and are eag- 
er to pass their misinformation along. 

Companies might concentrate their 
employe relations efforts on the long 
established marriage with all em- 
ployes, and not merely on the honey- 
moon with newcomers. Neophytes are 
indoctrinated by their co-workers, not 
by pamphlets containing happy man- 
agement talk. 

Another type of natural law partial- 
ly governing the business is the law 
of centralized bodies—bureaus, asso- 
ciations, institutes and other units for 
various nomenclature. They are es- 
tablished for efficient handling of 


common problems. Many of them do 
that job well. In the process, they in- 
evitably create their own problems— 
and can devote only part of their en- 
ergies (50% would be remarkably 
good) to the problems of their crea- 
tors. Duplication of effort with con- 
sequent expense is one of the char- 
acteristics of these organizations. 
Moreover, central bodies tend to sub- 
divide for efficient local performance 
of a given objective. The subdivisions 
then, strangely enough, tend to form 
another central body of their own. 

One truth is applicable to all cen- 
tral bodies. For practical achievement 
they must depend upon committees 
comprised of their constituent mem- 
bers. It could not be otherwise. The 
committee reproductive process then 
sets in and works down to the level 
of individuals with ideas and energy 
to implement them . . . That’s where 
we came in.—J.N.C. 





Personals 


R. A. Corroon Jr., vice-president of 
Corroon & Reynolds and vice-chair- 
man of the insurance committee of 
Catholic Charities of the Archdiocese 
of New York, presided over a luncheon 
meeting of the committee at the Drug 
& Chemical Club. He acted for John 
R. Barry, president of the company 
and chairman of the committee, who 
is on a trip abroad. 


Harold Bart of Cosmopolitan Mutual, 
and Julius Beldner of Greater New 
York Mutual were honored for their 
service to the business and _ their 
interest in their fellow-men at the New 
York insurance men’s annual dinner 
for United Jewish Appeal at Hotel 
Astor. 


Guy W. Hill of Despard & Co., 
brokers, has been elected president of 
Young Men’s Board of Trade of New 
York City. He had previously been 
vice-president and director of the 
group, and director of the New York 
State Junior Chamber of Commerce. 
He joined Despard in 1956, prior to 
which he was an underwriter for com- 
mercial inland marine risks with At- 
lantic Mutual. 


Frederick K. Francis, account execu- 
tive of Michigan Mutual Liability, has 
been elected president of the Univer- 
sity of Detroit High School Dads’ Club, 
an organization devoted to improving 
the school’s facilities. 


Deaths 


HENRY C. YOUNG, 70, Washington, 
D. C. agent, died in a hospital there. 





FRANKLIN A. SEILER, 57, vice- 
president of American Surety, died at 
his home in Upper Saddle River, N. J. 
He spent his entire career with the 
company, beginning in 1935. He was 
chairman of the eastern regional com- 


mittee of National Automobile Under- 
writers Assn., and a member of the 
executive and public relations com- 
mittees of National Bureau, and of the 
casualty advisory committee of Assn. 
of Casualty & Surety Companies. 


ROBERT W. PARKS, 49, manager 
of the General Accident group in Al- 
bany, died after a long illness. He 
was with Glens Falls, Utica Mutual 
and New York Fire Insurance Rating 
Organization earlier in his career. He 
had been with General Accident 17 
years. 


JOHN L. KIRKWOOD, 61, deputy 
general manager of Surety Assn. of 
America, died at his home in Crest- 
wood, N.Y., after a long illness. Mr. 
Kirkwood began his career’ with 
Towner Rating Bureau in 1916. In 
1947, when the bureau was merged 
with the association he became one of 
three elective officers of the combined 
organization. He was named deputy 
general manager in 1954. 


DUDLEY L. HOFFMAN, 68, in the 
Missouri field for London & Lanca- 
shire for 41 years prior to his retirement 
three years ago, died in St. Louis. He 
originally traveled out of Moberly and 
subsequently moved to St. Louis. A 
son, John L. Hoffman, who succeeded 
him as state agent when he retired, 
survives. 


ASHBY E. HILL, 71, retired vice- 
president of Home, died at his home 
in Irvington, Va. At the time of his 
retirement, in 1951, he was in charge 
of the company’s southern operations. 


New Oklahoma 
Handbook Published 


A new Underwriters Handbook of 
Oklahoma has just been published 
by the National Underwriter Co. It 
provides complete and up-to-date 
information on the agencies, com- 
panies, field men, general agents, 
groups and other organizations af- 
filiated with insurance throughout 
the state. Copies of the new Okla- 
homa handbook may be obtained 
from the National Underwriter Co. 
at 420 East Fourth Street, Cincin- 
nati 2, Ohio. Price $12.50 each. 


Stocks 


By H. W. Cornelius, Bacon, Whipple & Co., 

































135 S. LaSalle St., Chicago, May 26, 1959 
Bid Asked 
$ $ 

SI CED crasessisccdinsesscosssccodics 195 200 
Aetna Fire .... 66 68 
Aetna Life ........ 235 240 
American (N. J.) ..... 2612 271% 
American Motorists . 20 21 
American Surety .......cccccessee 23% 2412 
Boston ; ae 35 
Continental Casualty ........cc.. 129 132 
Crum & Forster ..... SS 75 
ND citicitimnicincessas 66% 68 
Fireman’s Fund 581 591 
General Reins. 78 80 
Glens Falls ............. 35 37 
Great American Fire . 40 41 
Hartford Fire ............. 182 185 
Hanover Fire ..... 3842 40 
Home of N. Y. ......... 52 54 
Ins. Co. of No. America . 132% 12414 
ea 34 36 
Maryland Casvalty . 37% 381 
Mass. Bonding ...... = 33 
National Fire .... 129 133 
National Union ........ 41 4212 
New Amsterdam Cas. 47% 49 
New Hampshire ..... ent) 4812 
North River ......... 41 4212 
Ohio Casualty 33% 35 
Phoenix, Conn. . 75 78 
Prov. Wash. ........ 29 21 
i Mees OE: TU” Whe. vancsscedsseccdesnsssces 2014 22 
enn 50 52 
St. Paul F. & M. . 59 61 
Springfield F. & M. . 30 31% 
Standard Accident uu... 56 572 
Travelers 86 87 
PG AE 6 MIE. wii siiiecininnsnnnsntovtasitiovekes 84 86 
U. S. Fire 2912 30% 
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Sovereign Immunity 
Theory Is Upset 
In Illinois Decision 


Illinois supreme court last week 
overturned the theory of sovereign im- 
munity in a case involving a school 
district. The decision has widespread 
implications in the state. 

The court directed Kane County 
circuit court to proceed with the trial 
of $56,000 damage suit against Kane- 
land Community Unit District, a case 
arising from a school bus accident. The 
majority opinion, reversing both cir- 
cuit and appellate court findings, put 
aside the sovereign immunity theory. 

A dissent was entered by Justices 
C. H. Davis and Harry B. Hershey (Mr. 
Hershey being a former Illinois insur- 
ance director). 

The sovereign immunity theory has 
produced opinions in the past from the 
attorney general and superintendent 
of public instruction that [Illinois 
school boards could not legally pur- 
chase liability insurance, although a 
good deal of it was purchased by 
school board members to protect them- 
selves from personal suit. 


F.& D. Stockholders 
Approve 2-1 Split 


Stockholders of Fidelity & Deposit 
have voted approval of a two for one 
stock split, to become effective at the 
close of business June 1. The effect 
will be to change each share of the 
company’s $10 par capital stock into 
two shares of $5 per stock. 

Directors declared a stock dividend 
of 12142% on the new $5 par capital 
stock, payable June 30 to stockholders 
of record June 1. 

If earnings justify, the board plans 
to place the new stock on a regular 
quarterly dividend basis of 50 cents a 
share, which will be the equivalent 
of an annual rate of $4.50 on the old 
stock. 


NAIA Appoints Dow 
Assistant Treasurer 


Paul O. Dow has joined National 
Assn. of Insurance Agents as assistant 
treasurer. He will be associated with 
Mrs. E. R. Corywell, treasurer. Mr. 
Dow was in the accounting and credit 
departments of Schieffelin & Co., New 
York drug firm, for four years. Later 
he held administrative positions with 
Joseph Froggatt & Co., insurance ac- 
counting firm. 


Halvorsen Heads Conn. Club 


Howard G. Halvorsen, Crum & Forst- 
er, has been elected president of Conn- 
ecticut Fire Insurance Field Club. 
Other officers are William G. Winslow 
Jr., Travelers, and Harold F. Hawkins 
New Hampshire, vice-presidents; John 
H. Ellen, Yorkshire, treasurer, and 
John E. Lonergan, Boston, secretary. 
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Texas Agents Elect 
Mason President At 
Fort Worth Annual 


FORT WORTH—Henry D. Mason, 
Wichita Falls, was advanced to presi- 
dent and Worley Jones, Fort Worth, 
was elected vice-president of Texas 
Assn. of Insurance Agents at the 
annual convention at Fort Worth. The 
meeting was attended by some 1,100. 

Principal interest at the convention 
centered around the prediction of 
David B. Irons, member of the insur- 
ance board, that some type of auto 
merit rating for safe drivers would 
be incorporated in the new rating 
formula later this year. It was also 
announced that a speakers bureau of 
stock insurance representatives is be- 
ing set up in the state through a joint 
program of companies, field men and 
agents in the field of public relations. 

Several of the addresses took up the 
theme of better salesmanship. These 
included the message of T. M. Gre- 
gory, vice-president of American 
Surety, on “The Construction Busi- 
ness and the Insurance Agent;” the 
inspirational address “Aptitude or At- 
titude’” by Howard Carraway, presi- 
dent of Sales Unlimited, Fort Worth, 
and the showing of a film, “Selling 
Yourself to the Public,” presented by 
Norris W. Parker, manager of Texas 
Insurance Advisory Assn. 

Archie M. Slawsby of Nashua, N. H., 
president of the national association, 
spoke on “First Rate or Cut Rate.” 


State Farm Auto Rates 


Increased In Illinois 


State Farm Mutual Auto has re- 
ceived approval from the Illinois de- 
partment for a new rate schedule 
which provides for an 11.2% average 
increase statewide on liability and 
physical damage. Effective May 25, 
the largest increases are in the Chi- 
cago metropolitan area and East St. 
Louis, with the highest rates applying 
to single male drivers under 25. 

State Farm said it lost $6,500,000 on 
BI and property damage in 1958 in 
Illinois. Of this total, Cook and Du 
Page Counties accounted for $5,800,- 
000. 


Chicago CPCUs To Hold 


“Pre-Examination” Dinner 

Chicago chapter of CPCU has sched- 
uled a “pre-examination” dinner for 
June 5 at Toffenetti’s restaurant, 65 
West Monroe Street. Albert M. Dev- 
roye, underwriting secretary of Millers 
National, will talk on “The Great 
Attainment.” Candidates for the CPCU 
designation are invited. After the din- 
ner there will be a review session for 
each examination section conducted by 
course instructors. 

South Texas pond of Blue Goose at 
its May 18 meeting saw color film of 
the 1958 World Series. 











Service Beyond The Treaty” 


Intelligent Reinsurance Analysis 
FIRE * CASUALTY « TREATY + FACULTATIVE 


REINSURANCE, 


CHICAGO 6, ILLINOIS - 309 W. JACKSON BLVD. 
WABASH 2-7515 


Sne. 


gency 








Nie 





READY TO SHIP? 


It’s often a surprise to the shipper . . . the fact that the 
trucker’s legal liability leaves a wide gap in protection. The 
alert producer points out to shipper-clients the wisdom of 
adequate protection for his merchandise . . . through 
motor truck cargo protection when shipment is principally 
by public trucker. 

Consider the excellent facilities for motor truck cargo— 
both primary and excess coverages—at Geo. F. Brown & 
Sons, Inc. 

Yes . . . for motor truck cargo, as well as other inland 
marine exposures, call in— 


GEO. F. BROWN & SONS, INC. 


175 West Jackson Bivd. + Chicago 4 » WAbash-2-4280 
116 John Street * New York38 + WOrth 4-0745 


One of a series of great mutual efforts: 
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The exploring captains Lewis and Clark, and their Shoshone guide 


Sacagawea, stepped out into new territory and blazed a trail by 


mutual effort. It still works. You'll find easier going in your territory 
when you have the combination of Northwestern’s package policies 


and proven savings to go along with your 
personal service. Perhaps Northwestern 
can guide the way—to mutual advantage. 
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Why not 
explore the benefits 
of an agency 


agreement? Write 
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Chicago * Columbus « Dallas « Denver « Houston « Los Angeles « Missoula « Chatham, N.J. 
Oklahoma City « Phoenix « Portland « Raleigh « Salt Lake City « San Diego « San Francisco 


Spokane « St. Louis « Canada: Vancouver « Calgary « Edmonton » Saskatoon « 
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Says Inadequate Rates Hide Insolvencies 


(CONTINUED FROM PAGE 8) 


loss ratio business staying with the 
manual, agency companies. Because 
manual premiums were slow in re- 


flecting this trend and were predicated 
on the experience of earlier years 
before the trend became apparent, 
manual rate companies found the 
60% floor to be inadequate to assure 
proper loss reserves. 

Thus the Schedule P formula, orig- 


inally devised td assure proper loss 
reserving practices, became wholly 
inadequate for this purpose, Mr. Bell 
declared. While this did not result in 
serious understatement of loss reserves 
for the majority of companies, it has 
had its influence. The traditional con- 
cept of 60% being the maximum BI 
reserve required has in many cases 
influenced the judgment of officers 


charged with responsibility for reserv- 
ing. The fact that their reserves ex- 
ceeded the Schedule P formula gave 
them assurance that they were fully 
and properly reserved, but often this 
has been followed by a disappointment 
when the reserves proved clearly in- 
adequate as claims were liquidated. 
Marginal companies found the inade- 
quacy of Schedule P to be a help 
rather than a hindrance. Mr. Bell 
pointed out that in a company with 
an actual loss experience of more than 
60%, the loss reserves, either optimis- 
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tomorrow 
minded... 


today’s customer will be tomorrow's, too- 


when you sell 
Central 


If you want to keep today’s customers 
sold tomorrow—and what producer doesn’t 
—then Central’s the company for you. 
Because Central offers you a “package” 
that keeps ’em sold... Dividends to 
policyholders, prompt, fair claim service, 
help from Central’s Special Representatives 
on new policies, advertising to keep 

your name before your customers. 
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Central—the tomorrow minded company 
—assures you of a brighter, better 
tomorrow by helping keep your customers 
sold. Send for the booklet, ‘‘Plus Factors 
for Added Premium Volume.” Write: 
Advertising Department, Central Mutual 
Insurance Company, Van Wert, Ohio. 
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tically or otherwise, are provided with 
an eye to the maximum of a 60% logg 
ratio. If less were set up it would do 
the surplus no good, while if more 
were provided it would reduce surplys 
and be in excess of statutory require. 
ments. Therefore, 60% has become a 
more or less acceptable level regarg. 
less of actual experience. 

Mr. Bell presented a table showing 
what happens as it becomes increas. 
ingly difficult to estimate accurately 
what reserve to allow. He said this is 
particularly true in the case of new 
companies which have not had the ex. 
perience of finding reserves short, and 
it is true also in marginal companies 
which are out for volume regardless 
of cost and hope to make up by more 
premiums the inadequacy of the rate 
for the type of business written. His 
table showed what happens to a com- 
pany writing $1 million of BI an. 
nually with an expense ratio of 4 
and a loss ratio of 70, but with the 
ratio set up in Schedule P at the stat- 
utory 60. 

If the reserves were set up properly 
to reflect the 70% loss ratio, the com- 
pany would show a loss of $100,000 
per year, but because they are set up 
only to meet Schedule P requirements, 
they show no loss the first year al- 
though the reserves are approximately 
25% short. During the second year no 
loss would be shown, but the reserves 
would be 33% short of the ultimate 
cost. At the end of the third year, 
claim liquidation would force the com- 
pany to show a $100,000 loss, but the 
loss reserve shortage would not de- 
crease—it would remain at 33%. So at 
the end of three years of writing $1 
million a year, the company would 
find itself with an actual loss of $300,- 
000, but with an apparent loss of only 
$100,000 and a deficiency in the loss 
reserve of 33%, or $200,000. 

Mr. Bell noted that if the company 
were capitalized in proportion to the 
$1 million of annual volume, it would 
probably by the end of three years 
show a shortage in surplus, but not 
until then. The company would be 
declared insolvent by the e d of the 
fourth or fifth year when the earlier 
claims would disclose the shortage 
and force action. In the meantime, 
however, the company could present 
a picture of apparent solvency. The 
same would hold true for its record 
of profitability. At the end of the sec- 
ond year, it would show no under- 
writing loss and probably could con- 
vince an uninitiated prospective in- 
vestor that it was a good proposition, 
although actually it would be a failure 
at the time. 

Mr. Bell said this situation is par- 
ticularly important and contains the 
seeds of danger in the case of many 
new companies which have sprung up 
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in the last several years and write a 
large amount of automobile insurance. 
Because auto has been such an un- 
profitable line, these new companies 
have had no trouble getting a large 
volume, although they have had dif- 
ficulty securing other lines. There is a 
temptation on the part of management 
of new and untried companies to 
accept from newly appointed agencies 
an unduly large proportion of auto 
insurance, Mr. Bell declared. 

It is generally the understanding 
that the company will accept a cer- 
tain limited proportion of auto as an 
inducement for the agent to place oth- 
er more profitable lines with the new 
company, and the understanding also 
usually requires the agent to submit 
only satisfactory business. In actual 
practice, Mr. Bell observed, the busi- 
ness is often predominantly automo- 
bile and usually not preferred. 


Write Substandard Auto 


Other new companies have been or- 
ganized to write substandard auto 
along with the more profitable lines, 
and these companies file higher than 
manual rates. They, too, normally ex- 
pect their agents to give them a good 
share of other lines, but again the 
practical results are usually that the 
auto lines are out of proportion and 
produce a loss ratio greatly in excess 
of that which the company can afford. 

If the auto is written at manual, 
the loss ratio generally is greatly in 
excess of 60% for BI, Mr. Bell said. 
BI is approximately 33% of the total 
auto premium, so the reserve main- 
tained at 60% of earned premium for 
the first three years obviously is in- 
adequate to cover losses incurred. The 
annual statement, on the other hand, 
does not begin to show the deficien- 
cies until the fourth or fifth year of 
operation at the earliest. Other auto 
coverages are not too profitable either, 
so even if the company breaks even 
on them, by the time the annual state- 
ment discloses a deficiency, chances 
are the company needs additional 
surplus. Companies writing substand- 
ard at higher than manual rates as- 
sume that the increase in rate will 
permit them to operate on a maximum 
loss ratio of 60%, but Mr. Bell said 
assigned risk experience indicates the 
fallacy of this thinking because it is 
in excess of 100%. But here, too, it 
takes four or five years before the 
annual statement discloses the defi- 
ciency in loss reserves which generally 
are kept at no more than 60%. 

Companies are usually examined at 
three year intervals, but Mr. Bell said 
the examinations, which are made 
primarily for the purpose of determin- 
ing solvency, cannot readily disclose 
a situation during the early years of 
a company. The only way the exami- 
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ners can find out whether or not a com- 
pany is on the right track is through 
evaluation of the nature of business 
written, the way the business is han- 
dled, and an appraisal of the quality 
of management. The departments do 
not have authority or special powers 
to question the solvency of a company 
on the basis of management quality, 
and must wait until the figures show 
an insolvency before they speak up. 

These figures do not show up until 
the claims are either liquidated or 
due for payment and there is no* 
enough cash to pay. By then it is too 
late. 

While it may not be possible to 
stop a developing failure, Mr. Bell said 
losses may be prevented by earlier 
and more frequent examinations of 
new companies. These examinations 
should be made by the most competent 
and experienced examiners, he said, 
rather than the younger men. 

In addition to these examinations, 
a thorough analysis of the annual 
statements should be made as soon 
as they are filed to look for warning 
signs of developing trouble. Too few 
departments follow this practice be- 
cause most of them are short of com- 
petent personnel as a result of a small 
budget. 

If more emphasis were placed on the 
examination of young and_ untried 
companies, Mr. Bell said, those writing 
marginal business from the rate view- 
point, the public would be better pro- 
tected than through the examination 
of the well established and experience 
companies which have demonstrated 
their ability. 


Reinsurance Agency Names 
V. J. Cuddy In V-P Post 


Vincent J. Cuddy has gone with Re- 
insurance Agency of Chicago as a vice- 
president. He was 
formerly claims 
manager for Stuy- 
vesant in its rein- 
surance depart- 
ment in Chicago. 
Before going with 
Stuyvesant, Mr. 
Cuddy was with E. 
S. Gard, independ- 
ent adjusters, for 
about six years 
and was also for a 
time with Reserve. 

Ownership of 
Reinsurance Agen- 
cy was recently turned over to a group 
of key employes. It was founded by 
Andrew J. Helmick, who is manager of 
the reinsurance department of Stuy- 
vesant, in 1945. C. A. Pollack, general 
manager of the agency for several 
years, is now its president. 
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“There are no circumstances, however 
unfortunate, that clever people do not 
extract some advantage from them.” 


LA ROCHEFOUCAULD. 


His face was red: his pocket nerve hurt when he discovered 
that one of his trusted employees had been collecting 
premiums and............ , but he sold a lot of fidelity 
insurance using himself as the horrible example. 
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Fla. Agents Elect 


Coates President 
At Record Annual 


Hanson Warns Agents On 
Commission Complaints; 
Miami Board Wins Honors 


Florida Assn. of Insurance Agents’ 
annual convention at Jacksonville 
topped all previous attendance records 
with more than 1,000 delegates and 
guests jamming the Robert Meyer 
Hotel for three days of general ses- 
sions, workshops and panel discus- 
sions. 

Neil D. Coates, Miami, was elected 
president to succeed Dave Johnson, 
Pensacola. Lamar Hutchinson, Orlan- 
do, and James M. Newton, St. Peters- 
burg, were named vice-presidents. 
Richard S. McKay, Tampa, was 
elected state national director. M. M. 
Williamson, Tampa, Robert Ross, Fort 
Lauderdale, and Louis A. Hawkins, 
West Palm Beach, were named direc- 
tors. 

Panelists on the feature workshop 
program were George S. Hanson, gen- 
eral counsel of NAIA on “Legal Prob- 
lems of Local Boards”; John Chestnut 
Jr., Clearwater, on “Tops in the Na- 
tion,” a discussion of advertising in a 
small city; Franklin D. Schaffer, Dore- 
mus & Co., New York advertising 
agency, on “Tie to the Big I,” a report 
on local tie-ins to the national pro- 
gram; and Phillip Becker, Stephen J. 
Flynn Co., public relations firm of 
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Coral Gables, on “Local Board Public 
Relations.” 

The past presidents’ cup, awarded 
annually to the outstanding agent 
member in Florida, was won by Mr. 
McKay for constructive legislative ac- 
tivity. Jacksonville Insurors’ Assn. 
and Greater Miami Board were 
awarded duplicate plaques in a tie for 
first place in the annual accident 
prevention competition. The Jackson- 
ville group took top honors for its fire 
prevention program. Greater Miami 
also won the James C. McKay cup for 
the third consecutive year for its 
achievements in all phases of local 
board activities. 

In his talk on the legal. problems of 
local boards, Mr. Hanson stressed anti- 
trust considerations and ‘pointed out 
areas in which a local board must ex- 
ercise caution. For example, in the 
past 14% years, commission reductions 
have been made with increasing fre- 
quency. Members of local boards are 
understandably concerned and there is 
a strong temptation to adopt resolu- 
tions using intemperate language to 
express disapproval. 

However, it would be advisable 
from a legal standpoint to stay away 
from any hint of concert of action by 
boards directed against any one or 
several companies, Mr. Hanson de- 
clared. This has no bearing upon what 
any agent chooses to do as an indi- 
vidual. But where members of a 
board, acting collectively, take action 
regarding a company or companies, it 
becomes a matter with implications 
from the anti-trust law standpoint. 
This is also true in cases where a 
board lists the names of companies, or 
a single company, which have reduced 
commissions, in a bulletin of the as- 
sociation. 

With regard to the basic organization 
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of boards, Mr. Hanson declared that 
the anti-trust division of the U. S. De- 
partment of Justice has emphasized 
its belief that if membership in a trade 
association gives a competitive ad- 
vantage to a member, then that asso- 
ciation must be extremely careful in 
its restrictions upon membership. The 
department has held it to be illegal 
if by reason of non-membership in an 
association, an agent is denied a free 
choice of outlets among other agents 
in brokering business, or is denied a 
free choice in seeking appointments to 
represent companies. The illegality of 
these practices has had judicial ap- 
proval in the case of U. S. vs New 
Orleans Insurance Exchange. 

Mr. Hanson pointed out that the 
particular rules of a board with re- 
gard to power of expulsion must be 
carefully considered, especially if it 
has income from writing public busi- 
ness. The power of expulsion for non- 
payment of dues is beyond question, 
provided the dues schedule is not dis- 
criminatory. In order to make sure of 
the legality of expulsion of a member 
for cause, provisions should be made 
for due notice to the members com- 
plained of, a hearing before a properly 
constituted and specified body, and a 
right of appeal from the decision of 
the body. 


Price Not Everything 


Archie M. Slawsby, Nashua, N. H., 
president of NAIA, declared that he 
is distressed when he hears so-called 
marketing experts expound the view 
that the way to meet price competi- 
tion is to imitate direct selling tech- 
niques. These experts, in effect, are 
telling professional agents—leaders in 
their communities—to abandon their 
status and become peddlers. 

Mr. Slawsby said a cut rate is more 
frequently an excuse than a bona fide 
reason for missing a sale. Careful 
analysis may show that the sale was 
not made because the extra cost was 
not placed in proper perspective. The 
prospect of formidable price competi- 
tion causes inept agents to hit the 
“price panic button.” If they compete 
on a price basis, they admit that an 
impersonal printed price list will do a 
quite adequate job. 

He urged agents to “put themselves 
in their customer’s contract,” and in- 
spire the confidence that doing busi- 
ness with an independent agent is 
best for the policyholder. 


Fire Protection | Engineers 
Take Two-Day N. E. Trip 


Pierce J. Connelly, supervisor of the 
engineering department of Johnson & 
Higgins, and president of the New 
York chapter of Society of Fire Pro- 
tection Engineers, conducted the group 
on a two day New England tour. The 
group visited the Grinnell Sprinkler 
Co. plant in Cranston, R. I., and the 
Factory Mutual laboratories in Nor- 
wood, Mass. 


Willen Joins Zurich At N. Y. 


Neal Roy Willen has been appointed 
assistant superintendent of agents at 
the New York office of Zurich. He 
has been in insurance since 1949 and 
joins Zurich with experience in both 
underwriting and production. 


Mattox Joins Gould & Gould 

C. Wade Mattox has been named 
resident vice-president in charge of 
Oregon operations of Gould & Gould. 
He has been with North British, start- 
ing in 1954 as special agent at Spokane, 
and moving in 1956 to Seattle. His new 
headquarters are at Portland. 
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Honor At Home 
For Prominent 
Cincinnati Agents 


Three prominent Cincinnati agents 
received the first annual awards of 
Cincinnati Underwriters Assn. for 
outstanding service and contribution 
to the insurance profession. They were 
Arthur M. O’Connell, vice-president 
Thomas E. Wood agency; Louis A. 
Hellming, vice-president A. W. Shell 
& Co., and A. Julian Lenke, who op- 
erates his own agency in suburban 
Norwood. 

The award is intended for presenta- 
tion to a single individual in future 
years, but Arthur M. Peck Jr., presj- 
dent of the board, explained that the 
committee felt the 1959 recipients go 
outstanding as to necessitate triple 
editions. 


O’Connor Is Main Speaker 


Principal speaker was James (C, 
O’Connor, secretary National Under- 
writer Co., who said it is about time 
Cincinnati agents recognized their 
own. Insurance-wise, Mr. O’Connor 
said, Cincinnati is noted for its firsts 
—first fire insurance company west 
of the Alleghenies; first salvage corps; 
first paid public fire department. For 
many years, Cincinnati was the head- 
quarters of western departments of 
fire insurance companies. Cincinnati 
insurance men have been leaders in 
their state and national associations 
and have received recognition on both 
the state and national levels. Mr. 
O’Connor also noted that the National 
Underwriter Co. was founded in Cin- 
cinnati and continues to maintain its 
home office there. 

Two of the honored insurance men 
are prominent in the National Assn. 
of Insurance Agents. Mr. O’Connell’s 
last connection with the NAIA official 
family was as a member of the execu- 
tive committee and he had served in 
various other posts as well. As chair- 
man of the property committee for 
three years, he had a hand in many 
important coverage developments— 
being credited by many for a leading 
role in pushing the adoption of addi- 
tional extended coverage, an important 
step in the development of present 
broadened dwelling contracts. Mr. 
Lenke is presently a member of the 
NAIA property committee. Both have 
held important posts in Ohio Assn. of 
Insurance Agents, the Cincinnati 
board and in numerous other organi- 
zations and endeavors, insurance and 
otherwise. 


Connected With Ohio Assn. 


Mr. Hellming has also been con- 
nected in a prominent way with af- 
fairs of the Ohio association and the 
Cincinnati board. He was an ardent 
and effective champion of multiple 
line legislation in Ohio and was a 
member for two years of a special 
industry-wide committee on automo- 
bile and casualty insurance, formed 
at the behest of A. I. Vorys, former 
Ohio superintendent. 

Head table dignitaries included 
Messsrs. Peck and O’Connor, John 
Z. Herschede, president National Un- 
derwriter Co., and Lawrence R. King, 
field secretary Ohio Assn. of Insur- 
ance Agents. 


Zeliner L. Peal general agency of 
Lexington, Ky., has appointed John J. 
Haggerty as head underwriter of both 
fire and casualty. Mr. Haggerty has 
been in insurance a number of years, 
most recently as vice-president, south- 
ern department, for Pacific National. 
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Quin Named President At GA's Annual 


(CONTINUED FROM PAGE 6) 


management to harness the computer 
to help solve its problems, Mr. Kerr 
noted. However, the cost of owner- 
ship, expense of preparation for in- 
stallation and operation of the com- 
puter presented problems. The matter 
of obsolesence was also of grave con- 
cern. In the life companies, progress 
has been rapid, he continued. Their 
size and the permanency of records 
they maintain justify the economics. 
This, however, is in sharp contrast to 
the transient nature of fire and casu- 
alty data and, indeed, the relative size 
of some of these companies. Fire and 
casualty companies have been eager 
for the benefits a large computer af- 
fords, but have been dissuaded by 
economic obstacles. A few of the larger 
companies have taken the bold step 
toward adapting the computer to 
their operation. And there is at least 
one instance where companies have 
joined to process their work on a com- 
puter—in the Hartford SPAN project. 


Revolutionizing Procedures 


Because of their performance, speed 
and accuracy, electronic computer 
systems are revolutionizing data pro- 
cessing procedures, Mr. Kerr said. It 
must be remembered however, that 
these systems, regardless of their size 
and ability, are still only machines and 
can do only what they are told to do. 
The original data fed into the system 
must be remembered, however, that 
computer can produce accurate re- 
sults. Thus it is apparent that even 
the most advanced computer system 
is only as efficient as the people di- 
recting it. 

Success will also depend on the 


Gulf Of Dallas Plans 


Extensive Remodeling Job 


Gulf of Dallas will embark shortly 
on an extensive program of additions 
and remodeling to their home office. 

Plans call for a new building three 
stories high, of reinforced concrete 
construction, to be added to the north- 
east side of the present building. After 
completion of this addition, the non- 
fireproof portion of the existing build- 
ing will be razed and replaced by a 
new three story, fireproof structure 
corresponding to the remainder of the 
building. The lobby and entrance will 
be completely remodeled and the lobby 
moved from the second story to the 
ground level and elevators installed. 
Total cost of job is estimated at $650,- 
000. Construction is expected to start 
about May 25, with completion about 
July 1, 1960. 
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ability to adapt work to the proper 
equipment. There will always be jobs 
which can be more economically pro- 
duced on punch card equipment. Add- 
ing, calculating, bookkeeping and 
other machines, not to mention the 
lowly pencil and scratch pad, will be 
around for some time, Mr. Kerr con- 
cluded. 


New Institute Plans 


Harold K. Philips, manager of the 
public relations department of Assn. 
of Casualty & Surety Companies, re- 
ported that just as quickly as staffs 
can be transferred and additional per- 
sonnel employed, all of the public rela- 
tions activities now administered sep- 
arately by the various capital stock 
casualty, fire, surety, inland marine 
and rate-making organizations will be 
combined in the new Insurance In- 
formation Institute. 

He said that the Institute will es- 





International Air Damage 
Limits Backed By N. Y. Bar 


New York City Bar Assn. has 
adopted a resolution recommending 
that the U. S. ratify a revision of the 
Warsaw Convention—a multilateral 
treaty that limits the liability of an 
airline in accident suits growing out 
of international flights. Under the 
revision, the limitation would be raised 
from $8,300 to $16,600. An alternate 
resolution for outright renunciation of 
the convention was rejected by the 
bar association on the grounds that it 
would damage U. S. relations with 
other countries and provide a possible 
basis for anti-American propaganda. 


Kemper Holds Five Meetings 


For Upstate New York Agents 

Five regional meetings for agents of 
the Kemper Companies were held 
in upstate New York the latter part 
of this month: May 15, Binghamton; 
May 18, Rochester; May 19, Buffalo; 
May 21, Albany, and May 22, Syracuse. 

Speakers at the sessions included 
Gilbert M. Butters, vice-president; 
Harry A. Headd, production manager; 
Allan L. Jones, fire manager; Thomas 
D. McMillen, accounting manager, and 
James R. Renfro, special risks man- 
ager, ali of the Syracuse office. 


District of Columbia municipal em- 
ployes, who operate automobiles in per- 
formance of official duty, would have 
their auto BI and PDL coverage paid 
for by the municipality under a bill 
introduced in the Senate. 


tablish at least three new branch 
offices, and more if necessary, to 
bring the truths about insurance “to 
Main Street, where it belongs.” Ef- 
fective speakers’ bureaus will be set 
up in every state. The forthcoming 
program will deal with problems be- 
fore they become problems, he con- 
cluded. 


Speaks On Control 


William H. Brewster, special pub- 
lic relations assistant to the general 
manager of National Bureau, said that 
the centralized control of the rate 
making machinery of the bureau 
lends itself readily to the solution of 
country wide problems involving co- 
operation with other rating organiza- 
tions. This aspect of the bureau’s op- 
erations has become more important 
than ever before as a consequence of 
the urge to use multiple line under- 
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writing powers in the development of 
multiple peril policies which involve 
overlaps in jurisdiction between var- 
ious rating organizations. 


Will Highlight Weakness 


Commissioner Howell of New Jer- 
sey, in a brief informal talk, predicted 
that the public press is sure to high- 
light any areas of weakness in state 
supervision, and flaws in company 
operation that may be revealed in the 
Senate anti-trust subcommittee’s in- 
vestigation of insurance. Unfortunate- 
ly, he observed, the many good fea- 
tures of present regulation and stew- 
ardship will be neglected. Mr. Howell 
pointed out that some state depart- 
ments are inevitably weak because 
certain states expect a commissioner 
to serve for a salary of $5,000 to $6,000 
annually, and department experts for 
a good deal less. 
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Working with Weghorn you can offer your clients 

the finest and most complete coverage for all their insurance 
needs. Twenty-seven top flight companies are allied with 
Weghorn representing the best in fire and marine, 

personal and business life insurance. And when 

it comes to service—sales aids, assistance in making 
presentations, handling of billing, etc.—you’ll soon see 

why Weghorn’s reputation is built on building 

better business for brokers. 
or write us, today, we’d like to talk to you. 


JOHN C. WEGHORN AGENCY, INC. 
102 Maiden Lane, New York 5, N. Y. * Phone: Digby 4-8420 
Member of the New York City Insurance Agents Association 


Why not phone 
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Travelers’ Marketing Based On Research, Planning, Promotion 


nature of this new market. Company 


committees were established to study 
fundamental aspects of merchandising 
and marketing policy. They worked 


with the acute realization that drama- 
tic changes were taking place in the 
liability and property fields. It was 
recognized that agency growth, under 
Travelers well-established adherence 
to the agency system, was not keeping 
pace with the growth and develop- 
market. 


ment of the new 








By 1975, the National System of Interstate and Defense High- 
ways is expected to span 41,000 miles. About 7000 miles are 
completed or underway, with 34,000 still to go. This multi-billion 
dollar project, stupendous as it is, is but a small part of the road 
building activity which is going on from coast to coast. 


The hundreds of thousands of miles of new roads call for all types 
of contractors—large and small—who must have Contract Bonds. 
The roads also mean new industrial plants—utilities—shopping 
centers—motels—schools—all requiring Contract Bonds, too. 


To sell these lucrative accounts, you'll find American Casualty’s 
unmatched bonding experience invaluable. And in addition to 
Surety Bonds (with preferred rates for qualified contractors) Acco 
writes ALL lines of insurance—everything from the Contractor's 
Equipment Floater to Comprehensive Liability. 


Why not put Acco’s bonding know-how and 57 years of multiple 
line experience to work for YOU? 


AMERICAN CASUALTY 


59 Branch and Service Offices Coast to Coast 
HOME OFFICE—READING, PENNSYLVANIA 





. . . for National Interstate 
Highways alone! 


(CONTINUED FROM PAGE 2) 

In 1955, a unique survey was pre- 
pared and conducted on the basis of 
a nationwide sampling, through the 
company’s advertising agency, Young 
& Rubicam of New York. Some 45 key 
insurance questions were asked of a 
carefully selected sampling of more 
than 1,000 men. Here are a few typi- 
cal queries: 

—‘‘Have you ever heard of an in- 
surance package?”’ 

—‘Would you like to pay for in- 


STEP ON IT! 


34,000 MILES 
OF 
CONTRACT BONDS 


STILL NEEDED 





surance in small, regular payments at 
a slight additional cost?” 

—‘Would you prefer to purchase all 
of your insurance through one agent?” 

When the returns were in, the com- 
pany had tangible evidence of the de- 
sires of the new insurance market. It 
began to gear itself to meet these 
needs. Additional studies were made 
through a newly formed research de- 
partment to develop a more accurate 
description of economic and_ social 
forces. The three most important as- 
pects revealed were the tremendous 
growth of the economic middle income 
group; the movement of this group to 
the expanding suburban areas, and the 
rapid increase in credit buying. 


Introduce Budget Plan 


By July, 1957, Travelers had put 
its marketing knowledge to work. A 
premium budget plan for personal in- 
surance lines was introduced, the first 
of its kind by any major company. It 
was geared to the market. It included 
a fresh merchandising concept called 
American family independence. It 
stressed the importance of complete 
family protection for the home, the 
automobile, the wage earner’s pay- 
check, and the family’s future security 
in case of death. It stressed the ad- 
vantages of buying this protection 
through one trained agent—to elimin- 
ate the possiblity of gaps and over- 
laps in protection—with the added 
convenience of paying for it in small 
monthly payments, in one check. 

The premium budget plan was na- 
tionally advertised. It immediately be- 
came apparent that Travelers had 
found a marketing method for which 
the insuring public had been waiting. 
Not only did it ease the problem of 
large lump-sum premiums, which had 
become even larger through the in- 
troduction of package policies in the 
property field, but it enabled the local 
agent to become a creative program- 
mer of personal protection, rather 
than an order-taker. 

To stress the importance of this pro- 
gram to the agent, a visual training 
course was developed, and squads of 
home office personnel carried it to all 
of the company’s branches and general 
agencies. First, the local staffs were 
indoctrinated in the philosophy and 
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techniques of American family inde. 
pendence and the premium budget 
plan. They, in turn, presenied the 
course to agents. It was found to be 
an extremely effective recruiting tool, 
and in the first year of the program, 
the largest number of new agency ap. 
pointments in Travelers’ history was 
recorded, 

The fundamental purpose of the 
plan was to extend the market of 
Travelers and its representatives, ang 
to give Travelers’ agents a stronger 
competitive position in the middle jp. 
come market place. It soon became ap. 
parent to company strategists that the 
agent would have to be brought closer 
to the centers of this market. 


Suburban Office Development 


Since most of Travelers’ production 
was centered in urban population 
areas, a plan was developed for a train- 
ing and recruiting program in the 
business sections of expanding subur- 
ban population centers. Travelers’ per- 
sonnel manning these offices were giy- 
en the responsibility of recruiting and 
training new agents, who, by adapting 
the methods and techniques of sales- 
manship from life insurance, would 
learn to apply them to personal lines, 
The company has looked upon this pro- 
gram as a step forward in strengthening 
the agency system, by giving it the 
means and the skills to compete with 
rival methods of merchandising and 
marketing. Many of the younger men 
recruited through these suburban of- 
fices have developed prosperous agen- 
cies. The company continues an active 
program of recruiting, training and de- 
veloping offices in new _ suburban 
areas. 

Every critical study of the property 
and casualty business under stock 
agency methods has pointed up three 
urgent needs: 1) A _ steady flow of 
young men into the ranks of independ- 
ent producers, so that agency com- 
panies can retain and enlarge their 
share of the market; 2) Increased 
training of these agents in the philo- 
sophy and skill of multiple line pro- 
tection; 3) Equipping the agent to of- 
fer the middle income market the 
policies and programs it needs for 
broad coverage. 

Travelers’ program of multiple line 
agent recruiting and training has been 
developed to meet these three needs. 
In so doing, the company has had 
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the endorsement and acclaim of agents 
and their associations. By encouraging 
the movement of new and established 
agents to suburban centers, the com- 
pany is giving its agents a chance to 
compete with non-agency companies 


for new business. It is enhancing the 
reputation and opportunity for serv- 
ice of established agencies who may 
wish to place solicitors in suburban 
locations. It is bringing into the busi- 
ness younger men who can understand 
and meet the needs of a “younger 
market.” 

Commercial Budgeting 

In 1958, Travelers extended its pro- 
gram to meet the protection problems 
of smaller businesses through a com- 
mercial budget plan. New and estab- 
lished agents are using the complete 
personal and business plans to further 
the concept of account selling. Agents 
could use one plan as a door-opener 
for the other. Through the commer- 
cial facility they are meeting the 
complete insurance needs of business 
men through the capital-conserving 
device of monthly payments in one 
check. 

The commercial budget plan pres- 
ents an increased opportunity to 
agents to develop large premiums. In 
addition, savings on term policies 
more than offset small interest charg- 
es. Three year fidelity, burglary, lia- 
bility, boiler and machinery and other 
commercial lines are covered under 
the budget plan. 

Since the inception of the program, 
Travelers sales promotion people have 
kept a steady stream of case files go- 
ing out to staff and agents, showing 
them the kind of business that can 
be developed through the premium 
budget plan. A notable example is the 
recent experience of an Allentown, 
Pa., agent who had written personal 
coverages on a young contractor, but 
had not been able to get the man’s 
casualty and fire business. 

The agent wrote to the contractor, 
explaining the premium budget plan. 
In a subsequent interview, the pro- 
spect told the agent how he had lost 
two recent jobs because he lacked the 
necessary equipment and funds to 
rent or buy it. He pointed out that 
the money he had to hold in reserve 
for insurance premiums could have 
provided the down-payment on the 
equipment. Under the commercial 
premium budget plan, the agent wrote 
the contractor’s workmen’s compensa- 
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tion, general liability and contractors’ 
equipment, with a total premium of 
close to $3,000. All insured’s fire cov- 
erage has been added to the plan, and 
he has bought a new personal acci- 
dent policy and $25,000 additional life 
coverage on himself and his wife. 

A Phoenix agent was competing 
with a mutual company for a com- 
mercial concern’s comprehensive lia- 
bility coverage, including auto liability 
and material damage. The mutual 
company bid was $101 less than 
Travelers’ bid. The concern badly 
needed fire coverage on stock and 
equipment. The Travelers agent quot- 
ed on this, and also suggested home- 
owners coverage. The availability of 


the premium budget plan for the en-| 
the | 
dollar savings offered by the mutual | 
The business was secured | 


tire account more than offset 
company. 
with total premiums for the agency | 
of more than $1,000. 


Budget Experience 


Hundreds of similar cases 
been recorded, as agents express their 
gratification in a program which meets 





have | 


the demands of their market and pro-| 


vides them with a unique competitive 
challenge to “price-only” competition. | 


In the first full calendar year of op- | 


eration, more than 57,000 accounts} 


were written on the premium budget | 


plan for a total of almost $10 million 


in premiums. A survey made during | 


the year indicated that nearly all of} 


this business was either new to the 
company or might have been lost to| 
competition if not for the plan. 


It should not be concluded that every | 


newly recruited agent in the suburban 


areas is writing business exclusively | 
on a budget basis. Company market- 


ing officials report that the plan is 
strictly a practical method of meeting 
competition. There are many families 


and businesses which prefer to pay for | 


their insurance through more conven- 
tional programs. However, the mul- 
tiple line Travelers agent can com- 


pete for this business as well, because | 
of the training and facilities at his | 
disposal for multiple line programming | 


and solicitation. 


At inception, a controversial feature | 


of the budget plan was the company 


collection option offered to every agent | 


using it. An agent could request that | 
collections be made the responsibility | 
premium | 


of a Travelers regional 


budget office, or he could continue to| 
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make collections himself. Many agents 


indicated their belief that company’ 


collection through simple coupon 
books, such as insured was accustomed 
to use in paying for other purchases, 
would release the agent from burden- 
some office detail and give him more 
time for prospecting. This point has 
proved so valid that more than 98% 
of all agents are taking advantage of 
the company collection option. 


Training Expanded 


With the development of a greatly 
expanded staff of multiple line agents, 
Travelers has found it necessary and 
advisable to provide a_ stepped-up 
training program for its staff and pro- 
ducers. A little over a year ago, a new 
education center was built. Utilizing 
the most modern facilities available, 
the center is constantly in use under 
the direction of a permanent faculty 
with specialists in each of the major 
insurance fields— life, A&S, casualty, 
fire and group. 

One of the most significant innova- 
tions in the training program is the 
introduction of a multiple line cur- 
riculum which, in the words of the 
course prospectus, “follows the idea of 
integrated coverages set forth in 
Travelers’ American family independ- 
ence and American business security 
plans. These plans synthesize casualty, 
fire and life programming for the in- 
dividual policyholder so that he can 
take full advantage of the all round 
protection offered by Travelers.” 

Thus, through a recognition of the 
market, and development of techni- 
ques to best serve its needs, Travelers 
has strengthened its agency forces and 
provided the training and facilities 
necessary to give professional service 
and to meet the competition the agen- 
cy system now faces. 

Travelers’ current and_ projected 
marketing programs are by no means 
confined to efforts based on the 1955 
research which led to the development 
of the budget plans. Between then 
and now, the research, agency, and 
advertising departments have con- 
ducted projects leading to a greater 
understanding of the problems faced 
by the business and especially by 
agents. The company has adapted many 
of its operations to fit the findings of 
these studies. 


New Questionnaire Issued 


As part of its continuing analysis of 
local response to over-all problems, 
Travelers recently sent out a ques- 
tionnaire prepared by the research 
department to its producers. In the 
introduction to this questionnaire, it 
was pointed out that, since its 95 
years of growth have been based on 
the strong foundation of its agency or- 
ganization, Travelers could not make 
valid evaluations of the business scene 
without the help of agents. 

Questions asked covered the entire 
range of current problems—methods 
of billing, merit rating in automobile 
insurance, expanded personal lines 
packages, and cooperative advertising. 

In addition to the specific insurance 
questions, Travelers is interested in 
the kinds of business presently being 
written by the agents, and the nature 
of the community they are serving. 
With all the replies now in, the re- 
search department is coding them on 
data processing cards and will feed 
them into giant electronic computers. 
Company officials are not sure just 
what they will come up with, but they 
regard the survey as another step in 
the company’s continuing effort to 
adapt and improve the agency system 
of operation. 

In the past 10 years, business man- 
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agement has become convinced that 
sound management decisions can be 
made only through a constant analysis 
of the market. The history of Travel]. 
ers’ marketing research, and the prac. 
tical application of its findings, ingj. 
cate the importance of this new anq 
vital tool. The market place of the 
future will probably change as dra. 
matically as it did in the post-war 
era, Travelers believes. Only by keep. 
ing pace with this changing market 
will companies be able to compete 
effectively, and meet the insurance 
needs of the public. 


65% Of Indiana Drivers 
Get Auto Rate Cut 


Indiana motorists will save about 
$1,700,000 annually in auto insurance 
premiums effective immediately, 
Average liability rates are down 43% 
and collision and comprehensive rates 
down 1.58%, without a reduction in 
agents’ commissions. Actually, in 
many cases the comprehensive rate is 
up, but the increase is more than offset 
by reductions in collision. The new 
rates will affect more than 65% of the 
insured drivers in the state, those of 
companies affiliated with Hoosierland 
Rating Bureau, National Bureau, and 
National Automobile Underwriters 
Assn. Hoosierland companies account 
for about 58% of the Indiana business 
and bureau companies write about 
10.4%. Hoosierland rates are about 
one dollar less than bureau. 

A department spokesman has attri- 
buted the good experience in Indiana 
in part to a system whereby four com- 
panies writing substandard business 
have been allowed to charge a 50% 
loading. This plan has been in effect 
more than a year, and apparently is 
working well. The four companies 
writing at a 150% loading are picking 
up policies of old drivers and persons 
with heavy accident frequency, but 
not convicted drivers or flagrant vio- 
lators. The department is watching the 
California plan with interest, and 
would be receptive to inaugurating a 
similar plan in Indiana. 


Bill Regulating Credit 
Life And A&S In D.C. Is 
Introduced In The Senate 


Sen. Bible of Nevada, chairman of 
the District of Columbia committee, 
has introduced a bill for the regulation 
of credit life and A&S in Washington. 
The bill sets forth provisions of policies 
and requires certificates of coverage 
disclosure to debtors. It also prescribes 
forms, amounts, and terms of coverage. 

Under the bill, premium rates are 
to be filed with the superintendent, 
and provisions are made for refunds 
and claims on existing coverage. The 
debtor would also have the option of 
furnishing required coverage. Another 
provision includes the requirement 
that the amount of coverage does not 
exceed the debt. 


Aetna Casualty Exhibits 
At Cleveland Atomfair 


Aetna Casualty displayed the only 
insurer-sponsored exhibit at the Atom- 
fair in Cleveland. The fair was held in 
conjunction with the 1959 Nuclear Con- 
gress for the purpose of broadening 
management’s knowledge of atomic en- 
ergy as an industrial tool. 

Aetna Casualty’s exhibit was de- 
signed to explain the type of special 
fire policy endorsements available to 
protect facilities which use or store 
radioisotopes from financial loss re- 
sulting from contamination. 
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A Safe Driving 
Plan for America 


A plan for creating a new means of 
achieving safety on the highways, de- 
veloped by William P. Henderson, is 
presented in this and three succeeding 
issues of THE NATIONAL UNDERWRITER. 
Mr. Henderson is president of Hender- 
son Tire Co. of Detroit. He has become 
familiar to insurance men as the author 
of a number of articles on auto styling 
as it relates to insurance rating and 
losses. His plan for safe driving is not 
necessarily endorsed by THE NATIONAL 
UNDERWRITER, but is presented as an 
original means of attacking this impor- 
tant problem. The series began in the 
April 3 issue. 


It is the function of the state to 
issue permits to use the public high- 
ways, but that obligation must be 
modernized and up-dated. It is a 
scientific problem requiring special- 
ists in traffic matters. It requires a 
separate non-political department 
working closely with the law enforc- 
ing authorities and the judiciary. 
Complete control of records would 
rest in their hands. Relieving the en- 
forcement people of the licensing 
function would allow better enforce- 
ment. One direct referral agency for 
the judiciary would be _ beneficial. 
Permits would have no expiration 
date, they would be good indefinite- 
ly, subject to the following excep- 
tions: 

1. Regular reexamination. 

2. Retesting upon application of 
the driver for the purpose of achiev- 
ing a higher classification by sub- 
mitting proof of required hours of 
qualified driver training. 

3. In event of a violation of a seri- 
ous nature or an accident in which 
there is negligency the permt is 
automatically revoked. Permits must 
have that value and respect, and it 
becomes the motorist’s obligation to 
regain it. Serious violations or negli- 
gent acts would automatically down- 
grade the regained permit. 

4. Minor infractions such as over- 
time parking, parking in a restricted 
area, improper turns, would be signi- 
fied by edge-notching the permit. A 
total of so many notches automatical- 
ly means a lower rating. These 
notches in colored plastic become 
visual reminders of failure to the 
driver. 

5. Driving without a visible permit 
seems impossible but that act or 
driving with some _ other permit 
would carry a down-grade penalty. 

This is the type of enforcement 
that would be effective. It is a 
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known, prestated penalty for every 
highway failure. Each becomes a vis- 
ual reminder and down-grading 
means restricted driving and higher 
cost of insurance. A blow to pride is 
also something to be reckoned with. 

The supervision and enforcement 
of traffic laws would gain a new 
meaning. Immediate disciplining for 
failures puts teeth into enforcement. 
It does little good to delay the pun- 
ishment of a child for a day or a 
week. Many of the adult violations 
are childish acts that require imme- 
diate correction to be effective. 

National uniformity in all traffic 
matters is essential. An effective safe 
driving plan that reduces accident 
frequency would scarcely be ignored 
by any state. 

Today millions of drivers cross or 
recross state lines. We cannot afford 
to change the rules of the game that 
gambles with lives. We cannot expect 
to build respect for traffic regula- 
tions or hope for driver compliance 
in view of some of the foolish restric- 
tions that exist in some states. 

To secure lasting benefits that 
have annual increasing values, a 
complete safe driving plan must be 
developed. Beginning with a_ test 
course the plan must include all the 
necessary factors of proven value. 
For example, under law enforcement 
a few are: A standard no fix traffic 
ticket, uniform traffic investigation, 
a common accident reporting form, a 
prestated penalty code for violations, 
a more uniform judicial approach for 
acts of negligence, an acceptable al- 
coholic test. 

A complete, enlightened, forward- 
thinking safety package would be 
acceptable to the states. All are seek- 
ing a solution and would pass laws 
required to make it function. This 
is especially true if they were sup- 
plied with experts to get it started. 

The public is growing tired of safe- 
ty rallies, one shot promotions, re- 
peated figures of killed and injured, 
meaningless safety slogans and con- 
stant accusations that the man be- 
hind the wheel is a maniac. Many 
resent strict enforcement of laws 
which are too restrictive. 

Show the drivers a package safety 
plan that does not restrict mobility 
and that promises accident reduction 
and lower insurance cost and it will 
be readily acceptable. Prove it in one 
state and others will follow. The $50 
billion national highway network will 
not produce its full potential if na- 
tional mobility is restricted. 


Farmers’ Mutual Fire of Delaware 
celebrated its 120th anniversary this 
month. It is Delaware’s oldest insurer. 
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scribed rate was inadequate. 

This inequity will partially correct 
itself, Mr. Frey believes. Absentee 
underwriting, the involvement of two 
or three intermediaries, inadequate 
statistical information, the lack of 
claims and safety organization, and 
basic adverse selection of risk must in 
the long run prove to be compensating 
handicaps to offset the emancipation 
enjoyed by such markets. This prob- 
lem is under review and reappraisal 
by the insurance departments of sev- 
eral states and also is a scheduled 
topic for the current federal investiga- 
tion. Mr. Frey hopes that beyond cor- 
rection of obvious abuses investigators 
will not complicate the problem of 
risk placement by attempting to legis- 
late out of business legitimate outlets 
to stable markets abroad. He does not 
think it can be done, and there is a 
definite need for such facilities. 

On the other hand, Mr. Frey hopes 
that investigators will recognize that 
the problem did not exist to any 
appreciable degree before Public Law 
15 and resultant attempts at rate 
regulation. If they restore flexibility 
where it is needed, the domestic mar- 
ket will be able to take care of itself 
from a competitive standpoint and will 
be equipped to handle buyers’ prob- 
lems. 


N. Y. Bill Eliminates WC 


Coverage Of Babysitters 


Gov. Rockefeller of New York has 
signed a bill precluding workmen’s 
compensation coverage for babysitters 
as defined by the labor law. The bill 
also provides that WC will not extend 
to minors, 14 years of age or over, en- 
gaged in casual employment such as 
yardwork and household chores in and 
about a one family, owner-occupied 
residence or on the premises of a non- 
profit, non-commercial organization, 
not involving the use of power-driven 
machinery. 


Seattle Marine Men Elect 


Marine Insurance Society of Seaitle 
has elected Elliott S. Tremaine presi- 
dent to succeed Harry Backman of B. 
Brandt & Co. Robert Knudson, Stanley 
T. Scott Co., was named vice-president; 
Harold Willard, Marine Office, secre- 
tary, and Leslie Snapp, Marsh & Mc- 
Lennan-Cosgrove & Co., treasurer. 


Somers Named Medical Director 

Dr. Harry V. Somers has been named 
medical director of Security Mutual 
Casualty. He is a graduate of Loyola 
University school of medicine and has 
been associate medical director of 
Swift & Co., Chicago. 
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Officers Named By 
North America In 


Sales Integration 


To further the integration of North 
America and Indemnity of North 
America, several officers of the group’s 
business development department 
have been elected to official posts jn 
both companies. 

Richard G. Osgood, vice-president 
of North America, was named vice. 
president of the indemnity company, 
William P. Arnold Jr. was advanced 
from assistant secretary to secretary. 
production of Indemnity of North 
America and elected assistant secre. 
tary of North America. Richard f£, 
Miller and Norman R. Holzer, assist- 
ant secretaries of Indemnity of North 
America, were named to the same post 
with North America. Richard B. Light 
and Robert W. Wilson became assist- 
ant secretaries of the indemnity com- 
pany in addition to North America. 

Reginald S. Robins, vice-president of 
Indemnity of North America, is being 
transferred from the business develop- 
ment department to assume new ad- 
ministrative duties. 

North America also elected Myron 
W. Davenport secretary-Latin Amer- 
ica; Warren E. Taylor secretary-rein- 
surance, and Louis O. Thames sec- 
retary-international. All had been as- 
sistaiit secretaries. 


Ind. Auto Liability Rates 


Revised By Mutual Bureau 


Mutual Insurance Rating Bureau has 
revised BI and PDL rates for private 
passenger and commercial autos, and 
division 1 garage risks in Indiana. Pri- 
vate passenger rates were decreased 
5.5% and division 1 garage risks 2% 
Commercial cars rates were increased 
1.5%. 


Wolverine Has Changes 


Wolverine of Battle Creek has ap- 
pointed Howard Sheppard field re- 
presentative at Sioux Falls, S. D., and 
has made a number of changes among 
the adjusting personnel. 

Arthur Sprowel was promoted to 
liability claims supervisor at the home 
office; Ralph Barnes replaces Mr. 
Sprowel as area claims manager at 
Lebanon, Ind.; Robert Siegfried was 
named claim manager at Toledo; Leo 
Sims becomes adjuster at Lafayette, 
Ind., and John Schoby is adjuster at 
Waterloo, Ia. Newly appointed adjust- 
ers are V. L. Steyer, Toledo, John 
Steinhilver at Bay City, Mich., and W. 
J. Slothour at Detroit. 
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Farmers; Robert G. Horr, president of 
Agricultural; Guy E. Mann, vice- 
president of Aetna Casualty; Allen M. 
Mills, president of Camden Fire; H. 
M. Mountain, president of Aetna Fire; 
John Newlands, U. S. general attor- 
ney of Scottish Union, and J. R. Rob- 
inson, president of Phoenix Assurance. 
The board voted to join Insurance 
Information Institute, the stock com- 
pany public relations facility. This will 
afford facilities to the business that 
have not been available in PR, the 
executive committee, headed by Mr. 
North, stated in its annual report. 


Central Data Processing 


That report also called attention to 
proposed central data processing cen- 
ter being studied by five organizations, 
the board, National Bureau, National 
Automobile Underwriters Assn., Inland 
Marine Insurance Bureau, and Mutual 
Insurance Advisory Assn. Milton W. 
Mays, vice-president of America Fore 
Loyalty, is the board’s representative 
on the policy committee, and R. D. 
Leinbach, vice-president of Travelers 
group, is the board’s representative on 
the study committee. 

The board has reduced by 20% the 
time spent by company executives on 
its committees yet has maintained 
representation by companies of all 
size to assure a democratic process, 
Mr. North said. Consolidation of staff 
activities in recent years makes pos- 
sible dissolution of two committees 
and release of 23 additional executives 
from the work of those committees. 
This will reduce committee work by 
28%, compared with a year ago. 

The 10-year old special committee 
on the standard fire policy under 
Leonard Peterson until his retirement 
as vice-president of Home, has made 
remarkable progress in the develop- 
ment and adoption of the one-write 
form, the executive committee stated. 
California’s policy is not identical but 
closely resembles the form. Maine, 
Massachusetts, Minnesota, New Hamp- 
shire and Texas do not use the form 
but have statutory provisions for a dif- 
ferent policy. 


Disturbing Tax Concept 


In the legislative year now ending 
industry representatives reviewed 7,- 
000 bills which appeared to affect the 
business adversely, H. Clay Johnson 
of Royal-Globe, chairman of the laws 
committee, reported. One major de- 
velopment is the growing volume of 
tax legislation disturbing in concept 
and very difficult to defeat, he said. 
This is not the usual tax bill to in- 
crease state revenue but special inter- 
est legislation which can be limitless 
in its impact. 

One such bill has become law in 
Arizona, imposing a special tax on 
auto premiums to pay pensions to 
highway patrolmen. The firemen’s 
pension law in North Carolina was 
held unconstitutional but a bill to re- 
place it would provide pension funds 
from general revenues and another 
bill would increase the state revenues 
by an additional tax on fire insur- 
ance. Delaware has a similar bill. 

“It is almost impossible to exag- 
gerate the legislative momentum gen- 
erated by proponents of this type of 
legislation,” Mr. Johnson declared. In 
North Carolina almost half the mem- 
bers of the house appear as introducers 
of the legislation. The unfairness’ of 
saddling the cost of pensions for pub- 
lic servants on one portion of the 
public, a particular group of insur- 
ance buyers, is manifest but ignored, 





Mr. Johnson said. The danger to in- 
surers in this type of legislation is | 
obvious—there is no limit to the de- | 
mands that can be made by special | 
groups. If such a tax is valid for a 
fireman or policeman, it can be argued 
that it is equally valid for any state 
or municipal employe whose work in 
any way is related to protection of 
any kind of property. 

The committee on laws has taken |} 
the position it must oppose such leg- | 
islation where introduced and test its 
constitutionality where enacted. 


Multiple Line Rating Problems 


As to multiple line rating problems, | 
Mr. Johnson said, one state has adopt- 
ed legislation to give the commissioner 
authority to prescribe by regulation 
that a multiple line contract is a kind 
or subdivision of insurance. Similar 
legislation is pending in another state. 
A third is making a legislative study 
of the problem. The commissioners 
apparently will undertake a similar 
study. Court cases in two states in- | 
volve the same problem. 

“It is to be hoped that the business 
will arrive at some general agreement 
which it can recommend as a solu- 
tion to these multiple line rating 
problems before legislatures or com- 
missioners feel impelled to take nal 
matter into their own hands,” Mr. 
Johnson said. 


| 


Everything Is Available 


The board has made available te | 
the Senate anti-trust and monopoly | 
subcommittee that is investigating in- | 
surance “every minute, letter and doc- | 
ument in our files,” he said. The laws 
committee has asserted that the over- 
all record of stock property insurance 
business is good, the public has been 
well served, and the cost of insurance 
constantly has been lowered, Mr. 
Johnson declared. 

Since Mr. Miller was in England, | 
where Commercial Union and North | 
British are affiliating, his address 
was read by Mr. Harvey. 

Mr. Miller emphasized the role of 
the board in affording an opportunity 
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for discussion of matters which can | 


best be considered in a setting not 
restricted by trade considerations. One 
question of vital importance was 
whether the board should become a 
national fire rating organization, 
which members had under scrutiny 


for more than a year, and which they | 


then voted down. 
4% Per Year Growth 


Economists expect a continuation of 
economic growth in the U. S. and 


worldwide at a rate of 4%, Mr. Miller | 
observed. This would soon amount to | 


an additional $20 billion of goods and 
services per year. This is important to 
insurers, and they must continue to 


impress the public with the need for | © 
insurance to 


maintaining 
value. 


adequate 


Rapid progress in developing mul- | 


tiple peril contracts refutes any 
charge that the business is opposed to 
change, he declared. 

The rising trend in the loss ratio 
was halted in 1958, he said, declining 
from 63.6 to 60.3. However, 1958 pro- 
duced an underwriting loss of 1.5%. 


The past five years have resulted in a | 


loss of seven-tenths of 1%. 

Much of the work of the board is 
accomplished by committees. The 
highlights of their activities, which 
were presented at the annual meeting, 
will be reported in next week’s issue. 





Mr. Agency 
Builder: 


You should be making ail 
those commission dollars that 
go with selling complete cov- 
erage to your clients: 


1. Life—Par 
and Non-Par 


2. A&S and 
Hospitalization 


3. Group Life 
and Group A & § 


AND, BELIEVE ME, 
YOU NEED ALL THREE 
A & S COVERAGES: 


1. Non-Cancellable 
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option-of-Company 


AND THEN ADD 
THESE THREE ... 


1) Top-Commission 
Agent's Contract; 


2) Well-balanced 
General Agent's 
Contract providing 
liberal overwriting, 
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life-time compensation 
in service fees; 


3) New Induction 
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INSURANCE CONSULTANT 
Well-established insurance consulting firm 
with highest standards of operations has 
opening for man with extensive experience 
in servicing large industrial accounts. 

Requirements: Must have broad insur- 
ance background, good judgment, crea- 
tive ability, and knowledge of insurance 
markets to assist in negotiations. The man 
we are seeking should like to meet people 
and must be able to solicit prospective 
clients for insurance consulting work, devise 
terms and conditions of acceptable pro- 
posals for clients to initiate orders for ad- 
visory services, coordinate preparation of 
reports on complex insurance programs or 
any specific problems relating thereto. 

Starting salary commensurate with the 
ability and past accomplishments of the 
man appointed. 

In reply, please furnish personal résumé, 
and salary desired. Replies will be treated 
in strict confidence. Address Box G-70, 
National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Ill. 


WANTED 


Large Midwestern Automobile In- 
surer has attractive opening for am- 
bitious man with background in 
insurance accounting to assist chief 
financial officer with accounting, 
procedures, and financial functions. 
Applicant must be able to work well 
with associates and should have ad- 
ministrative ability. College gradu- 
ate with accounting degree pre- 
ferred, age 32-40 years. Give full 
particulars in first letter. Salary in 
line with proven ability. Write Box 
G-72, c/o National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Ill. 








SPECIAL 
AGENTS 


Large multiple line stock company is ex- 
panding operations and has excellent op- 
portunities for field men. 


CASUALTY FIELD MEN 
W. Va., Louisiana, Penna. 


FIRE OR MULTIPLE 
LINE FIELD MEN 


Fla., Louisiana, Penna., N. J. 
Send complete résumé including experience, edu- 
cation & salary desired to: Dept. FM, P.O. Box 
178, Wall St. Station, N. Y. 5, N. Y. 


All replies confidential. 








CHIEF ACCOUNTANT-POTENTIAL 
ASSISTANT CONTROLLER 


Our practice is to promote men within our 
organization for responsible executive posi- 
tions. However, due to rapid growth, it is 
necessary to find someone as soon as pos- 
sible between 25 and 40 with the following 
qualifications: 
1) College degree or equivalent 
2) Ability and experience in supervision 
3) Casualty and Fire annual statement ex- 
perience and familiar with IBM 
4) Wants permanent good paying position. 
This opening is with a fast growing multiple 
line insurance company in Michigan. If you 
can qualify for this position, write Box G-76, 
National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Ill. 


INSURANCE ADMINISTRATOR 


World-wide insurance advisory organiza- 
tion, with over a half century of service to 
business and industry, requires man with 
wide experience in insurance program man- 
agement including all types of coverages 
required by large commercial clients. 

We are looking for an experienced ad- 
ministrator, preferably with a strong Fire 
Insurance background, who is capable of 
analyzing problems arising from consulting 
and analysis work. Duties will include the 
direction, coordination and control of the 
activities of the Fire, Casualty, Fire Protec- 
tion Engineering, Group Life and Technical 
Report sections of the Industrial Insurance 
Division. 

In replying, send detailed résumé, includ- 
ing salary necessary. Inquiries will be kept 
confidential. Address Box G-71, National 
Underwriter, 175 W. Jackson Blvd., Chi- 
cago 4, Ill. 








ACCOUNTANT 
Excellent opening and future for responsible man 
22 to 35 experienced in Life and/or Casualty 
Accounting with accredited courses in account- 
ing. Good paying position Midwest multiple line 
company. Write Box G-46, c/o The National Un- 
derwriter Co., 175 W. Jackson Blvd., Chicago 4, 
Ill., stating qualifications and personal résumé. 











WANTED 
St. Louis agency wants Missouri licensed 
company writing sub-standard auto Bl & 
PD at a sur-charged rate. $100,000.00 vol- 
ume with a very profitable loss ratio. Reply 
Box G-64, National Underwriter, 175 W. 
Jackson Bivd., Chicago 4, Ill. 








OHIO 
Secretary of A-| Ohio Farm Assessment Associa- 
tion with General Agency needs aggressive 
young man. Excellent opportunity with ownership 
potential. All replies confidential. Send com- 
plete résumé to Box G-73, National Underwriter, 
175 W. Jackson Bivd., Chicago 4, Ill. 








SPECIAL AGENT AVAILABLE 


Age 31, college background, four years ex- 
perience with multiple line company. Strong 
in casualty lines. Well acquainted with 
agents throughout Missouri and Kansas. 
Address Box G-65, National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Ill. 











LOSS EXAMINER 
Good opportunity in small sized department of 
fire insurance organization. Work involves com- 
plete processing of claims including correspond- 
ence. Please call for appointment. 

OIL INSURANCE ASSOCIATION 

175 W. Jackson Blvd. Rm. A-1945 
WeEbster 9-0540 Mr. Anderson 








FIRE ENGINEER WANTED 

A midwestern general insurance agency has 
need of an experienced fire protection engineer, 
college graduate preferred, salary commensu- 
rate with experience. Please furnish profile of 
educational and experience background c/o 
Box G-67, National Underwriter, 175 W. Jackson 
Bivd., Chicago 4, Ill. 








FIELD REPRESENTATIVE OPPORTUNITY 


Progressive Mutual Multiple Line Company 
has excellent opportunity for fieldman to 
cover two mid-west states. Reply Box G-74, 
National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Ill. 











AVIATION UNDERWRITER 
Prefer young man with current pilot's license and 
some aviation insurance underwriting experience 
or casualty underwriting experience. Submit full 
details. The Ohio Casualty Insurance Company, 
Aviation Department, 136 North Third Street, 
Hamilton, Ohio. 





Illinois A&S Forum 
Elects Jack Robinson 


Jack Robinson, Prudential, 
been elected president of Illinois 
A&S Underwriters’ Forum, succeed- 
ing Robert Flory, Continental Assur- 
ance. Salvatore Serio, Bankers L.&C.; 
William D. Bruce, Employees Life, 
and Robert Fogle, American Service 
Bureau, were elected vice-presidents. 
Jack Scanlon, Fireman’s Fund, was 
named corresponding secretary, Har- 
vey Crain, Benefit Assn. of Railway 
Employees, recording secretary, 
and Fred Derrick, Municipal, treas- 
urer. 


Ohio Pond Picks Landen 
As Most Loyal Gander 


R. S. Landen of Landen Adjustment 
has been elected most loyal gander of 
the Ohio pond. Other officers are Paul 


has 


Smith, American, supervisor; Frank 
Stewart, Factory Insurance  Assn., 
custodian; James Sievers, Hanover, 


guardian; William Gibson Jr., North 
British, keeper, and C. R. Hartwell, 
wielder. 


Continental Casualty 
Promotes H. W. Meyer 


Continental Casualty has appointed 
H. W. Meyer assistant superintendent 
of agents of the intermediate A&S 
division. He has been A&S underwrit- 
ing assistant manager in charge of the 
intermediate, association group and dis- 
ability division. 

Mr. Meyer joined Continental Cas- 
ualty in 1947. In 1951 he was named 
supervisor of intermediate underwrit- 
ing. 


Pittsburgh Casualty Men 


Elect Laurence Gaertner 


Laurence L. Gaertner, New Amster- 
dam Casualty, has been elected presi- 
dent of Casualty Insurance Assn. of 
Pittsburgh. George Voinchet, Aetna 
Casualty, is the new vice-president, 
and Herbert G. Hardisty, National 
Union Fire, secretary-treasurer. 


Tighten Md. License Law 


Gov. Tawes of Maryland has signed 
the agents’ qualification bill co-spon- 
sored by Independent Agents Assn. of 
Maryland and Tri-State Mutual Agents 
Assn. After Sept. 1, 1960, applicants 
for license must satisfy the commission- 
er that they have either satisfactorily 
completed an insurance course to be 
determined by him or have been em- 
ployed in a responsible position by a 
company, agent or broker for one year. 

Present at special ceremonies in the 
governor’s office when he signed the 
bill were the following officers of In- 
dependent Agents Assn.: Truman C. 
Cash, Westminster, chairman; John C. 
Hlavlin, Baltimore, president; George 
M. Dallas, Salisbury, vice-president; 
James H. Gorges, Baltimore, secretary; 
William F. Burkley, Elkton, treasurer, 
and E. C. Murray, Annapolis, chairman 
of the agents’ qualification committee. 





SALES REPRESENTATIVE 


Established casualty company needs ag- 
gressive producer to service and develop 
workmen's compensation and public liabili- 
ty lines in Chicago area. Experience in di- 
rect solicitation or sales promotion through 
brokers desirable. A sure-fire competitive 
plan and a real money maker for top notch 
promoter. Give age and qualifications. Ad- 
dress G-75, National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Ill. 
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NB, NAUA Spearhead 
New Auto Programs 


(CONTINUED FROM PAGE 1) 
pects of Travelers’ current mark 
program and plans are discussed 
detail. In an article in the automobi, 
insert in this issue, on page 30, , 
Travelers’ executive discusses th, 
automobile insurance business.) 

(Also in the auto insert is a dise 
by Kenneth O. Force of the effects q 
competition if half a dozen or more o 
the largest bureau writers of auto take 
action similar to that of Trave 
which it is reported that they will do) 








individual members and_ subscriber 
continue to be encouraged to propose 
innovations and experiments for the 
benefit of the insurance-buying public 
agents and companies.” Such Proposals 
would be filed by the rating organiza. 
tions with the state insurance depart. 
ment. 

The action will give the Bureau ang 
NAUA companies opportunities to tes 
their ideas in the market place by ex. 
perimenting with new rating method 
and combinations of coverages. 


California Agents’ 


Suit Is Dismissed 


(CONTINUED FROM PAGE 2) 
a Sherman act suit against insurance 
companies for boycott, coercion or 
intimidation even though the state is 
regulating the particular conduct in- 
volved, the court is of the opinion 
that the complaint as presently con- 
stituted fails to allege a claim for 
boycott, coercion or intimidation. 

“Since the plaintiffs argued coer- 
cion as a basis of jurisdiction before 
Judge Wham (who earlier had held 
the suit to be within the federal 
jurisdiction), who declined to rule 
thereon, plaintiffs are granted leave 
to file an amended complaint solely 
for the purpose of showing, if they 
can, a claim allowable by section 
1013(b). 

“At this point it is important to 
note that the allegation concerning 
the status of the plaintiff, California 
League of Independent Insurance 
Producers, is ambiguous. The com- 
plaint alleges that California League 
of Independent Insurance Producers 
is ‘a plaintiff in this case by virtue of 
the fact that it holds assignment for 
purposes of litigation’ from certain 
of its members. If California League 
of Independent Insurance Producers 
is an assignee for collection it may 
maintain the action as a real party 
in interest. It is impossible to ascer- 
tain from the complaint if California 
League of Independent Insurance 
Producers is a real party in interest. 
Thus, any amended complaint filed 
herein should clearly set forth Cali- 
fornia League of Independent Insur- 
ance Producers’ true status.” 

The agents have 30 days to file 
an amended complaint. They are suing 
Aetna Casualty, Great American In- 
demnity, Royal Indemnity, Travelers, 
Fireman’s Fund, Pacific Indemnity 
and United Pacific. 


Orr, Packer In Claim 
Changes Of Pacific Indem. 


Pacific Indemnity has made changes 
in the San Jose and Long Beach, Cal. 
claims offices. George Orr Jr., managet 
at San Jose for seven years, has beet 


transferred to Long Beach. He suc+ 


ceeds Harry Kline Jr., resigned. 

Mr. Orr has been replaced in San 
Jose by Berne M. Packer. He has beet 
with the company since 1957 in Los 
Angeles, 
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reserve, Mr. Hedges added, the lower 
the rate the company charges and the 
thinner it cuts its financial cushions 
the fewer assets it requires to estab- 
lish solvency. ; 

He questioned figuring company 
profit against the full retail price of 
insurance, with the commission to 
agent included. However, he said that 
it appears fire insurer profits 1941-50 
were inadequate compared with other 
businesses or on any other basis. 

Sen. O’Mahoney said in opening the 
hearing that he was placing greater 
emphasis on fire rates than on casual- 
ty because of the complaints in the 
fire field. Disturbing information has 
been coming to the attention of the 
subcommittee of an increasing tempo 
of opposition to independent action. 
Concerted effort may be being exerted 
to prevent independent fire rate ac- 
tion, he declared. 

John A. Diemand, president of 
North America, and W. Perry Epes, 
counsel for that group, were scheduled 
to appear Wednesday. However, due 
to the funeral of John Foster Dulles, 
former Secretary of State, only a 
morning session was to be held, and 
if the subcommittee did not finish 
with the two North America wit- 
nesses, they would be heard Thurs- 
day. 


Friday’s Schedule 


The schedule Friday was for the 
appearance of Vestal Lemmon of Na- 
tional Assn. of Independent Insur- 
ers; Henry S. Moser of Allstate; 
Charles W. Leftwich of Nationwide 
Mutual group, and Ross Miller, city 
manager of Modesto, Cal. 

One session will be held June 3. 
Witnesses will be Thomas C. Morrill 
of State Farm Mutual Auto; J. Mi- 
chael Riley of Transport of Dallas; 
William C. Searl of Auto-Owners of 
Lansing, and Walter L. Hays of 
American Fire & Casualty of Orlando. 

Representatives of rating bureaus 
and advisory organizations, company 
officials and members of National 
Assn. of Insurance Commissioners 
probably will be heard the last week 
in June, in view of the meeting of 
NAIC in Boston in mid-June. 

Approximately 35 observers, in- 
cluding many from company and 


INSURANCE 
OPPORTUNITIES 
NATIONAL COVERAGE 


© We offer nationwide coverage for the 
Insurance Man who is seeking the 
best in opportunity. 


© We give our applicants prompt, con- 
fidential service. Every candidate for 
a new position is given INDIVIDUAL 
attention. 


© We tailor our activity to individual 
requirements. Our client companies 
rely on us for discriminating selec- 
tion and screening. 
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29 E. Madison —— Financial 6-9400 
Chicago 2, Illinois 

“Where More Executives 

Find Their Positions Than 
Anywhere in the World.” 











FieNATIONAL UNDERWRITER 


O'Mahoney Subcommittee Turns To Rating 


(CONTINUED FROM PAGE 1) 


agency organizations and _ bureaus, 
were on hand as observers. These in- 
cluded J. Raymond Berry and Clarence 
Klocksin of National Board, Robert 
Gilmore and Howard Starling of Assn. 
of Casualty & Surety Companies; 
Wallace Smith of American Mutual 
Insurance Alliance; Kenneth Under- 
wood of District of Columbia Rating 
Bureau; Paul Guenther of New York 
Fire Insurance Rating Organization; 
Robert Lawson and William Miller of 
the Charleston law firm of Steptoe 
& Johnson, counsel of West Virginia 
Inspection Bureau; Clyde H. Graves, 
actuary of Mutual Insurance Rating 
Bureau; Francis Van Orman of Amer- 
ican; Joseph F. Murphy of America 
Fore; Stuart Galloway of Fidelity & 
Deposit; A. L. Kirkpatrick of U. S. 
Chamber of Commerce; Morton V. V. 
White of Allentown, Pa., Maurice 
Herndon of the Washington office, 
and Carlton Thomas of the New York 
office, all of National Assn. of Insur- 
ance Agents, and William A. String- 
fellow of National Assn. of Mutual 
Insurance Agents. 


Ohio House Passes Bills 


Covering School Vehicles 


COLUMBUS—The Ohio house has 
passed a bill which will increase the 
maximum liability coverage boards of 
education may carry on school buses 
or vans from $100,000 to $300,000. 
Gov. DiSalle has signed a bill to per- 
mit boards of education to buy insur- 
ance covering pupils and automo- 
biles in driver’s training. Also signed 
was a bill that allows credit unions 
to buy life insurance for its members. 

The senate passed and sent to the 
house a bill to exempt non-profit 
associations like hospitals from re- 
sponsibility for injury or death of 
patients because of the acts of em- 
ployes, unless gross negligence is 
established. 


Ill. Capital Stock Assn. 
To Hold Annual Meeting 


Leo J. Faetz, buyer of Quaker Oats 
Co., and William H. Moloney, west- 
ern department assistant manager of 
Hartford Fire, will address the an- 
nual meeting of TIllinois Capital 
Stock Insurance Assn. June 24-25 at 
the Wagon Wheel, Rockton. The 
meeting will be followed by a golf 
outing. 


R. C. Jacobs Advanced 


By Hardware Mutuals 


Robert C. Jacobs has been elected 
a vice-president of Hardware Mutuals 
of Stevens Point. He has been with the 
organization since 1948 when he 
started at Chicago. He has worked in 
a number of branch and district of- 
fices in underwriting, sales, and ad- 
ministrative positions, and has been 
branch manager at Madison and dis- 
trict manager at St. Louis. Since 1957 
he has been field operations manager. 


A&S Men Protest Illinois 
Compulsory Disability Bill 


Chicago A&H Assn. has wired a pro- 
test to the Illinois legislature against a 
house bill to set up a compulsory dis- 
ability insurance program. 

The bill, now before the house ju- 
diciary committee, would set up a state 
plan of non-occupational A&S benefits 


for workers who are covered by unem- 
ployment compensation. The plan 
would be financed by a 134 withhold- 
ing tax from both employers and em- 
ployes. 

The Chicago association maintains 
that this plan would have “serious 
effects on the future sales, development 
and writing of voluntary A&S insur- 
ance.” The association further points 
out that 80% of the workers are already 
covered by voluntary A&S, and it 
questions whether workers are desir- 
ous of paying additional withholding 
taxes. 


Trade Group Names Blum 
Young Man Of The Year 


Insurance trade section of Young 
Men’s Board of Trade of New York 
City has named Arthur F. Blum of 
Rockaway Park, executive vice-presi- 
dent of New York State Assn. of 
Insurance Agents, “Young Man of the 
Year.” He has been chairman of the 
membership committee of the associa- 
tion, a director, member of the execu- 
tive committee, treasurer, and is now 
president-elect. 


Gralnek On Trial 


Harry V. Gralnek, former official 
of Highway of Chicago, (now Metro- 
politan of Chicago) pleaded guilty in 
criminal court this week to charges of 
embezzlement, larceny and conspiracy 
to embezzle. He had been indicted for 
allegedly funneling more than $2 mil- 
lion of Highway’s assets into Knox 
Steel & Wire Co. 

Gralnek will be sentenced June 22 
and at that time also will face trial on 
two counts of forgery to which he has 
pleaded not guilty. Also at that time 
there will be a hearing on a defense 
motion for probation for Gralnek. 

Alvin A. Schultz, president of Knox 
Steel & Wire, will be tried June 22 on 
charges of conspiracy and larceny. 
Schultz has pleaded not guilty. 
Rockwood Agency Ends Contest 

Rockwood agency of Chicago has 
completed its most successful sales con- 
test. Running from February to May, 
production in all departments except 
automobile counted towards a prize of 
a three-day all expense trip to Nausau. 
This reward was won by 18 Rock- 
wood agents. During the contest period, 
the agency also won the president’s 
cup from Travelers for the largest per- 
centage increase of new life business. 

Hardware Mutuals will erect a $370,- 
000 addition to the Wisconsin district 
building in Stevens Point to house spe- 
cial electronic data processing mach- 
ines. Construction will start at once 
and completion date has been set for 
June 1, 1960. 
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Propach Retires From 
Combined Post: Seven 
Executives Advanced 


Otto Propach has retired as treas- 
urer and comptroller of Combined of 
Chicago and has been named a direc- 
tor and a special consultant. 

F. E. McCabe, executive vice-pres- 
ident and director, has been named 
treasurer to succeed Mr. Propach. He 
was secretary. Edmund G. Pabst, 
vice-president and assistant general 
counsel, becomes secretary. 

Combined has also promoted Vic- 
tor Fernitz from assistant vice-pres- 
ident to vice-president of the superi- 
or policy department, Charles Cole- 
man and Paul Sawyer to assistant 
vice-presidents, S. A. Buchholz from 
assistant vice-president to vice-presi- 
dent, and E. O. Miller from assistant 
comptroller to comptroller. Mr. Miller 
is also assistant treasurer. 


Travelers Appoints Three 


Supervising Adjusters 


Travelers has appointed Gordon E. 
Marshall, William C. Funke, and Daniel 
J. Driscoll supervising adjusters in 
the liability department of the 80 
John Street, New York City office. 

Mr. Marshall joined Travelers in 
1925 as an adjuster at Brooklyn, Mr. 
Funke joined the company in 1938, 
and Mr. Driscoll in 1942, as adjusters 
in New York. 


Allstate Opens Midwest 
Zone Office At Skokie 


A three-day open house marked the 
opening of Allstate’s midwest zone 
and Illinois regional office at Skokie. 
The air-conditioned building contains 
101,051 square of floor space and is 
contiguous to an off-street parking 
area for 400 automobiles. 

Calvin Fentress Jr., chairman, and 
Judson B. Branch, president, were 
among company officials attending the 
opening. 


Ind. Department Names 
J. K. Ashley Ist Deputy 


James K. Ashley has joined the In- 
diana insurance department as Ist dep- 
uty commissioner. He had been super- 
visor for the 11th district for the Indi- 
ana gross income tax division since 
1953. He entered the life insurance 
business as an agent in 1943 and added 
a general insurance agency in 1949. 


Youngstown Agents Elect 


Youngstown Assn. of Insurance 
Agents has elected Donald P. Pipino 
president and John B. Booth vice- 
president. 





Newly installed 
president of New 
York State Assn. 
of Insurance 
Agents, Arthur F. 
Blum of Rockaway 
Park, congratulates 
outgoing president 
Herbert S. Brewer 
of Lockport and 
Mrs. Brewer on a 
successful adminis- 
tration. The scene 
took place at the 
banquet which 
wound up annual 
convention of the 
association in Syr- 
acuse. 














These are busy hands. They’ re 
busy writing up apps, or 
thumbing through the latest 
information on new policy 


contracts. 





Why so busy? They belong to an 
Allstate Agent. A full-time Agent 
who finds more and more custom- 
ers coming to his office each day, 
or stopping at the Allstate booth in 
Sears. Customers who have heard 
that he can help them with their 


insurance...and at a saving, too. 


As a trained and licensed insur- 
ance counsellor, he has a lot to offer 
them: Auto...Fire...Personal 
Theft...Family Liability...and, in a 
growing number of states, Home- 
owners...Life... Accident & Sick- 
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ness...and Commercial Auto, Fire, 


and Casualty insurance. 


And he gets support for his sell- 
ing. Training programs, refresher 
courses, point-of-sale materials, local 
advertising, national advertising, 
and a “direct wire” to the ear of a 


management supervisor. 











He’s active in his community— 
church, school, safety, civic and 
social groups. And he knows he 
does well in service to his clients 


when so many of them come up, 


shake his hand and say, “Thanks!” 


Good hands? You bet they’re good 
hands—good hands all. 


You’re in good hands with 


® Founded by Sears, 
Roebuck and Company 
with independent 
assets and liabilities. 


INSURANCE COMPANIES 


AUTO * PROPERTY ®* ACCIDENT & SICKNESS ® LIFE* 
“Allstate Life Insurance Campany is wholly owned by Allstate insurance Co. Home Offices: Skokie, III. 
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